



Burroughs 


earin? 


* 














Lh 


A.B.A. CONVENTION: Appropriately, it will be held in Washington (See page 33) 
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CORPORATE TREASURERS AND BANKING by Harry V. Odle 


EVERETT D. REESE, FORWARD-LOOKING BANKER by Henry J. Boone 





WAYS TO STREAMLINE BANK OPERATIONS by Harry G. Fox 
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theater-Type Sign 

girs: We thought you would be inter- 
sted in the picture of the theater-type 
sign that we had developed and installed 
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on our recently transferred Time Credit 
ofice. This is identified on the signs on 
the doors. 

The messages in the theater-type sign 
above the doorway are being varied be- 
tween those covering bank services and 
community projects. The message that 
is shown in the picture calls attention to 
the town drive that was organized to aid 
the Worcester tornado victims. 

From the many favorable comments we 
have received, we believe this type of sign 
will prove very effective. 

WILLIAM R. KENNEDY, Vice-President, 

The Union Market National Bank, 

Watertown, Massachusetts 
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Bank Remodeling in France 

Sirs: For several years we have ap- 
preciated especially the articles about 
bank building and remodeling in Bur- 
roughs Clearing House. Some of these 












An example of bank modernization in St. Nazaire 


have helped us in designing our own bank 
premises, and also one of our directors 
went to America last year. 

We thus have pleasure in enclosing a 
photograph of the banking hall of our St. 
Nazaire branch. During the war the raids 
on St. Nazaire completely destroyed the 
building. 

The building now has been completely 
reconstructed in a thoroughly modern 
style. We hope you will find it of inter- 
est as an example of bank reconstruction 
in France. 

PHILIPPE GIFFARD, Direction Generale, 

Credit de l’Ouest, 

Angers, France 
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Joint Stock Banking 


Sirs: In the hope that you may find it 
of interest, we are enclosing a copy of 
our publication “Bold Adventure.” 

This little booklet tells the story of how 
joint stock banking in this country first 
began, a story in 
which this bank 
and its founder, 
Thomas Joplin, 
played a major 
part. As the book- 
let points out, it 
is fitting that this 
story should be 
told in this Coro- 
nation year in 
which the Na- 
tional Provincial 
Bank celebrates 
its 120th birth- 
day. 

Joplin’s plan, in 1826, as the booklet 
says, was a network of joint stock banks, 
controlled and regulated by a central 
Board of Directors, a system that even- 
tually was proved to be the backbone of 
English banking, making it an efficient 
servant of industry, regulating the funds 
collected from wide areas of the country 
and spreading these funds to centres 
where they could be applied to the best 
advantage. 
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The publication of a bank’s history in 
a “popular” style is a new departure in 
this country, but we have found it has 
been very well received by our customers 
and friends. 

H. G. HODDER, Manager, 

Intelligence Department, 

National Provincial Bank Limited, 

London, E, C. 2, England 
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Neekties 


Sirs: Neckties are no longer a part of 
the summer apparel of the males in our 
bank. We fellows got tired of seeing our 
female co-workers looking so cool and 
sweet and did something about it. Now 
that we are all wearing long-sleeved, 
white sport shirts, we are a lot cooler. 

CHARLES P. BAZATA, JR., Cashier, 

The Union Center National Bank, 
Union, New Jersey 





























Sometimes it’s pretty puzzling 


How can a small or medium-sized bank fit 
together all these elements in an economical 
pension plan? 
e A plan flexible enough to cover personnel of 
all ages and classes—key officials as well as 
clerical help. 


e A plan which offers the advantages and 
economies usually available only in large cor- 
porate plans. 


e A plan which can be installed and operated 
with a minimum of time and bookkeeping by 
bank personnel. 


Some years ago, David Gilmore, Mellon 
Bank Vice President, whose division admin- 
isters pension trust plans for many of the coun- 
try’s leading corporations, became interested 
in this problem, particularly as it related to 
smaller banks. 

After considerable study, he and his associ- 
ates came up with a practical answer to the 
problem — the “Mellon Multiple Pension Plan 
for Banks.” Under this plan, a bank with as few 
as six employees can obtain retirement benefits 
and economies comparable to those available 
to the largest institutions. 

Since this Multiple Pension Plan was first 
introduced to our correspondent banks a few 
years ago, interest and participation in it have 


been steadily growing. Those participating like 
its flexibility, its economy compared with other 
types of plans, and the fact that it does not require 
retirement of key executives at a fixed age. 

What is Mellon Bank’s stake in this? Our 
philosophy is that whatever helps banking 
helps Mellon—and that this Multiple Pension 
Plan fills an important need for many of our 
banking friends. It is one more evidence of our 
belief that Correspondent Bank relationships 
can and should go far beyond the rendering of 
merely routine services. 


* * * 


If you would like-more details on this 
plan, write for a copy of our booklet, 
“Multiple Pension Plan for Banks’’. 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


CAPITAL $60,100,000 SURPLUS $150,000,000 
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(an It Keep Up? 

At the start of the year most economic 
sothsayers foresaw a moderate down- 
tun in business activity after mid-year. 
However, aS has happened frequently 
during the post-war period, the stimu- 
lants to boom conditions have proved to 
be more potent than anticipated. Senti- 
ment now appears to be taking a more 
optimistic turn, while recession predic- 
tions are being pushed into a more nebu- 
lous future. 

“And there are signs of stability in 
verious sectors of the economy justify- 
ing this change in perspective,” says the 
Federal Reserve Bank of Philadelphia. 
“Most observers are inclined to feel that 
the Korean armistice is not to touch off 
a cut in Federal spending in the im- 
mediate future. Business outlays for pro- 
ductive facilities promise to be greater 
than expected. No one can predict with 
certainty what consumers will do. But 
there might be good reason to expect 
that this new feeling of optimism, if not 
caught directly by consumers, may be 
passed on through high incomes to main- 
tain liberal spending. If this proves to 
be the case, the potential problem which 
some observers see in the recent build- 
up of inventories in their finished stage 
may dissolve.” 

Torrid pace. Certainly business hit a 
hot pace this summer—in fact, the best 
on record according to the U. S. Depart- 
ment of Commerce—and industrial ac- 
tivity has continued at high levels into 
the third quarter. 

However, the Federal Reserve Bank 
of Chicago sees several signs of weak- 
ness developing in the nation’s economy. 
Besides the jump in business inventories 
previously cited, these include a drop off 
in output of durable goods, a rise in con- 
sumer savings, and continued softness in 
farm prices. 

Based on credit. Moreover, The North- 
ern Trust Company of Chicago, in its 
monthly Business Comment bulletin, has 
this observation: “It is significant that 
heavy use of credit by consumers and 
business concerns has been necessary to 
keep business as good as it is, and that 
the boom has been supported by a large 
deficit in ‘the Federal budget and by rec- 
ord borrowings by state and local gov- 
ernments to finance public works. One 
may question whether these stimulants 
to the boom will be as powerful in the 
future as in the past.” 
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Money Tighter Again 


While the midsummer action of the 
Feder: | Reserve in reducing reserve re- 
quiren:ents and purchasing Government 
securities launched speculation that an 
fasier money policy was being adopted, 
subsecuent events have again “tightened 
the sc‘ews” on banks and the future out- 
look appears to be one of credit strin- 
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In 18 years, 12 major reserve changes, irregularly spaced 


gency just as the normal seasonal ex- 
pansion in business loan demand looms 
ahead. 

One factor in the renewed pressure on 
bank reserves is the sudden halt in Gov- 
ernment security purchases by the “Fed.” 

Also, it is anticipated that there will 
be added pressure on the banks due to 
the Treasury’s struggle to stay under the 
$275 billion debt ceiling. The prospects 
are that the drain on Treasury deposits 
in the bank will be heavier and more fre- 
quent than usual. 

Thus, businessmen who saw in earlier 
Federal Reserve action an _ indication 
that bank interest rates on loans might 
make a reverse turn downward are like- 
ly to be disappointed. Bankers in the 
money centers now see no possibility of 
lower rates on the basis of present 
trends, although they acknowledge that 
the Federal Reserve could alter the pic- 
ture by further freeing reserves. 
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Bank Reserve Requirements 
As Credit Policy Tool 


When the Federal Reserve announced 
the cut in reserve requirements on de- 
mand deposits in June, banks welcomed 
the cut, but generally changes in reserve 
requirements have not been a particular- 
ly popular tool of general credit policy. 

The Federal Reserve itself has a quite 
tempered enthusiasm for this device. 
When responding to the Patman ques- 
tionnaire on monetary and credit policy 
early in 1952, Chairman Martin said: 
“Experience has shown that the reserve 
requirement authority is not well adapted 
for restrictive use in regulating short- 
term changes in credit and monetary con- 
ditions.” Later he commented that “Re- 
ductions, in contrast to increases, in re- 


serve requirements can be very powerful 
in temporary easing of credit conditions. 
They can be regarded as substitutes for 
open market operations, although in prac- 
tical operations they are not as flexible 
in their applicability.” The reply did not 
consider the fact that if this tool is to 
continue in general use, reductions must 
sooner or later be offset by increases. The 
instrument, therefore, has real disad- 
vantages. Thus it might be expected that 
the Federal Reserve System would use 
this device with considerable reluctance. 

Historical background. The , System’s 
experience with variable reserve require- 
ments now covers the period of 18 years 
since the authority was granted by the 
Banking Act of 1935 (the power was tem- 
porarily expanded in 1948-49). As shown 
in the accompanying chart, changes have 
been fairly frequent, particularly for 
New York and Chicago central reserve 
city banks. But the individual changes in- 
dicated on the chart are not exactly rep- 
resentative of the way in which this in- 
strument has been used. The Board of 
Governors has often announced a whole 
series of changes at one time but spread 
out over several weeks so as to allow 
market adjustments to be more orderly. 
Six major increases of reserve require- 
ments and six major decreases have been 
ordered during the 18-year interval. But 
this average of 1% years between major 
changes is hardly representative of the 
way in which the instrument has been 
used. From October 1942 until February 
1948, no changes were made in reserve 
requirements; on the other hand, in the 
following 18 months three major in- 
creases and three major decreases were 
imposed. 

Reasons for use. Against this record, 
it is fairly clear that the Federal Reserve 
must have felt a compelling reason to 
use this instrument of credit easing and 
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not some other device last June. The rea- 


| son given by the Federal Reserve in its 


announcement was that Treasury financ- 
ing had to be facilitated, and this was 
doubtless true. But a similar amount of 
credit could have been made available by 
open market operations. 

One of the chief reasons the Federal 
Reserve elected to decrease reserve ‘re- 
quirements rather than by the open mar- 
ket may have been to concentrate the ef- 
fects in New York City and Chicago 
banks. These central reserve city banks 
have long contended that the larger re- 
quirements they carry are no longer 
equitable. The proportion of correspon- 
dent balances carried in those cities is 
not now greater proportionately than in 
many other regional banking centers; in 
addition central reserve city banks have 
gained deposits less rapidly than those 
in reserve cities and country towns. The 
New York Clearing House recently pre- 
sented a memorandum on this subject 
to the Federal Reserve, and Chicago 
banks supported the representations. 

Type vs. location. This serves to ex- 
plain why reserve requirements for the 
New York and Chicago central reserve 
city banks were cut two percentage 
points from 24 to 22, while reserve city 
and country banks were given but one 
percentage point; from 20 to 19 and 
from 14 to 13, respectively. 

The Federal Reserve doubtless has 
considerable sympathy with this position. 
In April 1948, a staff committee of the 
System presented a reserve proposal that 
would have based requirements on type 
of deposit rather than on location of 
bank. The effect of this proposal would 
have been to put New York and Chicago 
banks on the same basis as other banks 
that carry sizeable correspondent bal- 
ances. While the System did not endorse 
these proposals officially, Chairman Mar- 
tin’s response to the Patman question- 
naire indicated some degree of agree- 
ment with the basic idea. 

Legislative problem. Thus while money 
market banks may welcome this cut in 
reserve requirements, the basic problem 
remains. The only fundamental correc- 
tion would be by legislation. Pressure for 
a legislative revision of the reserve re- 
quirement system may come in the next 
few years. But if the question should be 
opened up legislatively it is not at all 
unlikely that another revision would also 
be introduced: the imposition of equal re- 
serve requirements on nonmember in- 
sured banks. However, it is evident that 
the proposal would be unpopular with 
the many small nonmember insured 
banks. They would doubtless put pres- 
sure on their city correspondents to op- 
pose this change. Thus legislation might 
be a compound of the bitter as well as 
the sweet. 
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Midwest Exchange Growing 

Since it was organized in 1949, the 
Midwest Stock Exchange with headquar- 
ters in Chicago has been growing faster 
percentage-wise than the much larger 
and older New York security marts. 

The Midwest exchange is a consolida- 
tion of four former exchanges at Chi- 
cago, Cleveland, St. Louis and Minne- 





apolis-St. Paul. A progress repor’ shows 
that the volume of shares traded in the 
first half of this year was 122 per cent 
ahead of the volume of the four prede. 
cessor exchanges in the like 1949 Deriod, 
This compares with an increase of 8 per- 
cent by the New York Stock Ex lange 
and 106 per cent by the America: Stock 
Exchange. 
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Defending “Honest Money” 


Bankers and others in the business and 
financial community have become ijp- 
creasingly concerned over mountiig crit- 
icism of the national administration’s ef- 
forts to stabilize the value of the dollar, 
The adverse comment has been largely 
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Bulletin No. 12 -- August 13, 1953 


TO THE EXECUTIVE OFFICER OF 
THE MEMBER BANK ADDRESSED: 


HARD MONEY OR HONEST MONEY? 


Secretary of the Treasury Humphrey, at the recent annual Governors’ 
Convention in Seattle, made a careful distinction between “hard money” and what 
he called “honest money.” Since your Association is engaged in producing a series 
of infor mation Bulletins based on the national Administration's fiscal policies 
Secretary Humphrey's views are naturally of great importance in the presentation 
of these discussions. 


i The distinction made by Secretary Humphrey is useful in clarifying the 
Administration's objectives. I also meets charges from some quarters that inter- 
‘ est rates are too high. For the gradual tightening of interest rates which began 
after World War 0 -- and especially since 1951 -- has not produced in this country 
‘hard money™ in the sense of “hard to get.” Compare this country's 2 per cent 
discount rate and 3-1/4 per cent bond yields with England's 4 per cent discount 
rate and 4 per cent bond yields, with 2-1/2 per cent bonds selling at 60. The 
fact is that money is still available in the United States for a}l essential needs at 
r rates. 


True, money is a little harder to get now and rates are Aigher than 
} they were. This is leading some people to wait before they borrow -- to postpone 
j new issues. But that is a very good thing at 4 time when labor is fully employed 

} and the country's business is booming along at top speed. 


To paraphrase a few of Secretary Humphrey's more significant comments: 
The Federal Reserve System has been helping to promote an “honest 


ing the interest rates on 

backs this policy and has assured the Federa) Reserve it wil) have “primary re- 

sponsibility” for maintaining the money and credit situation [ree of artificial 

restraints.” 

' 
There are “more savers in this country than there are borrowers. 

Actually there are more people who receive higher 


Stabilization program explained 








directed against the so-called “hard 
money” policy, and the rise in interest 
rates. 

To combat what it terms widespread 
public misunderstanding of the pertinent 
facts, the New York State Bankers As- 
sociation is producing a series of Infor- 
mation Bulletins to assist its member 
banks in explaining current develop- 
ments in the monetary field. 

To working man. Association President 
Stanley A. Neilson especially believes 
that “the story of money and its cost 
in the current market should be spelled 
out to the working man.” In .line with 
this thought, he has written an excellent 
explanatory article for the 1953 edition 
of the New York Federationist, official 
annual publication of the New York 
State Federation of Labor. Mr. Neilso 
is a country banker, president of the 
‘Bank of Gowanda. 

Broad benefits. The association bulle 
tins being distributed to NYSBA mem: 
bers specifically deal with charges tha! 
commercial banks are profiting unduly 
by the Administration’s fiscal politi 
largely through higher interest rates 
They cite the broad general benefits from 
the present sound-money program, in él 
hancing the value of individual saving 
and investments, discouraging infiatior 
ary borrowings, and avoiding speculativ? 
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\,. YES, ART, WE BUY AND SELL OUR 
GOVERNMENT BONDS THROUGH BANKERS TRUST 
IN NEW YORK. BECAUSE THEYRE A 
PRIMARY DEALER ALL PRICES ARE gmx 


NET. AND THEIR OVER-ALL ADVICE 
ON OUR ACCOUNT HAS BEEN 
VERY HELPFUL...” 


As a primary dealer in U. S. Gov- 
ernment bonds, notes, certificates, 
and discount bills, we maintain an 
inventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed with- 
out delay — no red tape or outside 
telephone calls. Immediate confir- 
mation of orders can mean an 


important saving for your bank. 
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rit BR 





Septen: ber, 1953 








Moreover, this service is rendered 
to our customers at the lowest pos- 
sible cost—all prices are net. 

We are glad to work with you on 
your bond account, advise you on 
the arrangement of maturities, and 
suggest switches from one issue to 
another as market movements pro- 


vide favorable opportunities. 


In addition, our Bond Depart- 
ment is a leading dealer in State 


and municipal issues. We are pre- 


BOND DEPARTMENT 


NEW YORK 













When you buy Governments from Bankers Trust—you deal direct 


pared to answer your questions 
regarding this segment of your 


portfolio. 


For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New 
York 15, N. Y. Telephone REctor 
2-8900 when we can be of assis- 
tance. Our teletype numbers are 
NY 1-3333 for Governments and 
NY 1-850 for State and Municipals, 


BANKERS TRUST COMPANY > 


Member Federal Deposit Insurance Corporation 
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Big things ar? 
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happening 


NADA \ 





.... factory 


sates 


If you seek information for cus- 
tomers who plan to buy or build 

in Canada, consult the Business 
Development Department of the 
Royal Bank. We maintain a list of 
desirable factory sites and available 
premises and can answer your 
questions about labor, transporta- 
tion, power, taxes, markets and 
similar subjects anywhere in Canada. 
Address your enquiries to—The 
Royal Bank of Canada, Business 
Development Department, Head 
Office, Montreal, Que. 


Over 780 Branches in Canada, the West Indies, Central and 


South America, New York, London and Paris. 





THE 


ROYAL BANK 
OF CANADA 


New York Agency— 
68 William Street, New York 5, N. Ys 


Total assets exceed 
$2,675,000,000 











excesses that usually end in severe 
cessions. 

“We must make our position known to 
all the people of our communities,” says 
one of the bulletins, “or permit them to 
be misguided by critics who are largely 
misinformed.” 


re. 
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For Preferred Risks 


A “Bank Agent Plan” for preferred 
credit risks has been initiated by the 
Insurance Company of North America, as 
a new development in the program of ¢o. 
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plan 
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Pre-establishes bank credit 


operation hetween auto insurance agents 
and consumer credit departments. 
Featuring the plan is a credit card 
which participating banks issue to ap- 
proved risks that the agents have recom- 
mended from the policyholder lists. The 
cards are good for one year only; re 
newal cards are issued at the end of a 
year to customers in good standing. 
The purpose of the cards is to have 
established bank credit immediately 


| available when a car purchase is contem- 


| plated. The plan enables the card holder 








to select the automobile of his choice and 
pay cash for it. Follow-up letters, fo!d- 
ers and blotters are available for mail- 
ings by both banks and agents at peti- 
odic intervals, to keep the plan before 
the card holder. 
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Module Multiprotection 


An unusual employee benefit plan with 
an unusual name, “Module Multiprotec- 
tion,” has been developed by The Mu‘ual 
Life Insurance Company of New York 
especially for small business. 

Louis W. Dawson, president of Mutual 
Life, explains that the plan is called 
“Module” because, like module furniture, 
the final product can be constructed i! 
various combinations from a group o 
standard basic elements. 

Numerous benefits. Lacking an el 


| ployee benefit plan specifically designed 
| for them, small business men find that 


they are at a disadvantage, compared 
with larger firms, in attracting and hold- 
ing workers, according to Mr. Daws0l. 
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He added that the new Module Plan now 
can provide in a single contract a com- 
plete line of benefits including the fol- 
lowing : 

1, Life insurance which, at the death 
of the employee before retirement, can 
give his beneficiary a cash payment. 

9, A monthly income plus a cash pay- 
ment for widows of the employees who 
die before retirement. The widow’s pen- 
sion is a unique feature. 

3, A pension plan that gives the em- 
ployee himself a monthly income after 
he retires. 

4, Liberal benefits if the employee 
leaves the firm before retirement age. 

5. Benefits in case an accident or sick- 
ness disables him. 

6. Integration of benefits with Social 
Security and existing insurance, so that 
Module benefits supplement the income 
from these other sources. 

According to Mr. Dawson, small busi- 
ness men are being attracted to the plan 
not only because of the benefits it offers, 
but also because of these several unusual 
features: Employees can enter the plan 
up to age 70. As the amount of coverage 
and number of persons covered increase, 
it costs the employer less to buy Module, 
because lower premium rates per unit 
are charged. Family income benefits and 
family hospital benefits are available to 
married men. 

A special provision allows for changes 
and additions to the original plan, and 
for larger amounts of coverage later, in 
accordance with the changing needs of 
individual employees. The plan can be 
integrated with existing life insurance 
or with other insurance such as Blue 
Cross, Blue Shield, group casualty, and 
Social Security. “Thus, Module offers an 
employee the inherent advantages of an 
individual policy, and the added advant- 
age of acquiring ‘tailored coverage’ on 
a lower-cost mass basis,” Mr. Dawson 
continues. “It permits combination of 
basic elements in such a manner as to 
avoid virtually all excess coverage. If 
an employer does not have to pay for 
such excess coverages, it follows that le 
can buy the ‘package’ at substantially 
less cost.” 
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Small Loan Idea Spreads 


Most of the nations in Europe are bet- 
ter off than they were at this time last 
year. 

This is the opinion of Bror W. Unge, 
manager of the foreign department of 
City National Bank & Trust Co., Kansas 
City, Missouri, who recently returned 
from his annual business and survey trip 
to the countries of Europe and North 
Africa. 

Mr. Unge has a guidepost for this be- 
lief. It is the volume of personal loan 
business done by European banks. 

“More small borrowers are getting 
money from European banks,” Mr. Unge 
said, “and when bankers will lend Joe 
Doe, the man in the street, a few hundred 
dollars it means Joe Doe has better 
credit, hence more money and a better 
Possibility to repay his loan. All that 
adds up to better conditions. 

“Most of the small loan borrowing in 
Europe is done on the basis of co-signa- 
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For example, an executive letter- 
head which lists responsible officers, 
the age of the company and other 
prestive facts is more believable 
when printed on the finest rag con- 
tent bond—less believable when 
printed on ordinary or poor paper. 


After all, we judge a man not only 
by what he says, but by his voice 
and appearance as well. And so it is 
with letters. For this reason, dis- 
criminating executives and profes- 
sional men use Neenah’s finest rag 
content bond papers to match the 
purpose and quality of their letter- 
heads. 


To show you how the correct choice 
of paper can increase the effective- 


ness of your executive letterhead, Neenah offers you 





the complimentary portfolio, The Psychology of Busi- 
ness Impression, which has been read and approved by 


thousands of prominent executives. 


NEENAH PAPER COMPANY 


Neenah, Wisconsin 


Matching envelopes available in all grades of rag content bonds, 


Please send me, without charge, The 
Psychology of Business Impression, 
Letterhead Test Kit and Opinion Cards. 


SIGNATURE 





Attach this coupon to your business 
letterhead and mail to: 


NEENAH PAPER COMPANY, NEENAH, WISCONSIN B4 
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Main office in Manila, new Republic Savings Bank which plans to aid low income groups. . . 


tures. Few insurance or collateral per- 
sonal loans are made, because the small 
borrower hasn’t much insurance or col- 
lateral. He does, however, now have in- 
creased possibility of earnings, a surer 
job and so his friends will take a chance 
on him and guarantee the loan. This can 
only mean that slowly the little man in 
Europe is getting to have a brighter fu- 
ture.” 
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Growing Financial Concept 


Banking that serves the financing 
needs of the masses, as well as of com- 


merce and industry, is a growing concept 
throughout the world. 

Thus one of the announced objectives 
of the recently organized Republic Sav- 
ings Bank in the Philippines is to help to 
alleviate poverty and misery among the 
low-income groups, by encouraging 
thrift deposits (which have not hereto- 
fore been emphasized) and by extending 
credit to the poor at comparatively low 
interest rates. It also aims to help solve 
some of the country’s social problems by 
contributing to the development of eco- 
nomic resources, and opening up busi- 
ness opportunities for enterprising indi- 
viduals who need financial aid. 


World’s leading 
underwriter 
of Honesty Insurance 


COMPANY OF MARYLAND 


FOUNDED 1890 


SPECIALIZING IN THE WRITING OF 
FIDELITY AND SURETY BONDS, 
BURGLARY, ROBBERY, FORGERY 

AND GLASS INSURANCE 





- - - and a typical branch 


The bank plars to open. branches 
throughout the Philippines, including the 
rural areas where high interest rates 
have abounded. It has already opened 
several offices in the Greater Manila area. 

Founder and principal stockholder of 
the Republic Savings is Damaso P. 
Perez, a successful publisher and agri- 
culturist. President of the bank is Re 
mon Racelis, who for several years was 
in the foreign department of the Chase 

National Bank in 

New York City. 
Both these 

men believe that 
by improving the 

economic lot 0 

the less  fortt- 

nate, encourag 

ing thrift among 
them, stimulat- 
ing their inde 
pendence and 
protecting — thell 
from usury, th 
bank can do muci 
to overcome the 
effects of collectivist propaganda amon? 
the masses. 

In addition, of course, the institutio! 
is offering a well-rounded banking sé!” 
ice to other income groups. 


R. RACELIS 
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By Alvin R. Jennings, CPA 


Banker-CPA Cooperation on Business Audits 


Chairman, Committee on Cooperation with Bankers, American Institute of Accountants 








HERE is closer cooperation today be- 

tween bankers and certified public 
accountants than ever before. What has 
brought them together? It is due to sev- 
eral factors, but chiefly to the increased 
realization of their mutual interest in 
continuing improvement of auditing 
standards and techniques. 

Loan applicants. One major area of 
cooperation is the auditing of business 
concerns seeking credit. The practice of 
requiring loan applicants to furnish a 
CPA’s report is growing. The credit 
grantor can have no better assurance of 
the reliability of financial statements 
than the CPA’s unqualified opinion that 
they present fairly the company’s finan- 
cial position and the results of its oper- 
tions. 

The word “unqualified” is stressed be- 
cause anyone reading financial state- 
ments should pay careful attention to the 
degree of responsibility which is or is not 
assumed by the CPA. Sometimes, because 
of the restrictive terms of an audit en- 
gagement, an accountant cannot acquire 
sufficient information to justify expres- 
sion of an opinion. Prior to 1949 it was 
a fairly common practice in such a case 


to write a report which described the 
work done without either giving or ex- 
pressly withholding an opinion. Although 
the accountant thought the absence of 
an opinion would serve as a warning, 
this was not always realized by those 
who read his report. 

Degrees of responsibility. Largely in 
response to comments from credit grant- 
ors, the American Institute of Account- 
ants in 1949 published a statement on 
auditing procedure (Statement 23) 
which announced that the profession 
had adopted a new standard of reporting 
requiring that the accountant should al- 
ways explicitly express or deny an opin- 
ion. With respect to any financial state- 
ments with which his name is associated, 
the CPA is obliged to do one of four 
things: 

1. If the statements were not audited 
but are presented on his stationery, he 
may simply mark each page conspicuous- 
ly with a notation that they have been 
“prepared from the books without audit.” 

2. If a report is made, but restrictions 
imposed by the client have prevented the 
accountant from making all the tests 
he judges necessary or if he is unable 





Mutual Funds 


Chevestors MUTUAL, INC. 


An open-end management type mutual fund diversifying its invest- 
ments among common stocks, preferred stocks and bonds. 


ovestors SELECTIVE FUND, INC. 


An open-end management type mutual fund diversifying its invest- 
ments among bonds, preferred stocks, and other senior securities. 


COKevestors STOCK FUND, INC. 


An open-end management type mutual fund diversifying its invest- 
ments among common stocks and other equity securities. 


Face Amount Certificate Company 





Ohwestors SYNDICATE OF AMERICA, INC. 


A face amount certificate company issuing installment certifi- 
cates of 6, 10, 15 and 20 year maturities and single payment face 


amount certificates. 








This is not an offer to sell these securities. They are subject to the registration 
and prospectus requirements of the Federal Securities Act. Information about the 
issuer, the securities and the circumstances of the offering is contained in the 
prospectus which must be given to the buyer. 

Copies of the prospectus relating to the shares of capital stock or certificates 
of the above companies may be obtained from the national distributor and invest- 


ment manager: 


223 Roanoke Building 





Please send me the prospectus relating to the company I have checked: 


DC Investors Mutual, Inc. NAME.. 
DC Investors Stock Fund, Inc. 

0 Investors Selective Fund, Inc. ADDRESS 
C Investors Syndicate of America,inc. CITY.... 


Minneapolis 2, Minnesota 
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ALVIN R. JENNINGS 


Urges complete audits 


for other reasons to express an opinion, 
the accountant must explicitly deny an 
opinion and state his reasons. 

3. If he has reservations as to the over- 
all fairness of the financial statements 
which are not of sufficient materiality to 
impair the significance of the opinion, 
he may express an opinion provided it 
is adequately qualified to state clearly 
his exceptions and reservations. 

4, If his audit was as complete as he 
wished it to be and if he has no reserva- 
tions or exceptions, he may express his 
unqualified opinion that the financial 
statements “present fairly the financial 
position” and “results of operations” of 
the company. This is, of course, the 
preferred type of report. Financial state- 
ments lacking unqualified opinion of a 
CPA should be viewed with appropriate 
caution. 

Pre-audit conference. The individual 
banker can do much to encourage good 
auditing. He can of course urge loan 
applicants to take steps to obtain an 
unqualified opinion. The cost of an un- 
restricted audit should be regarded as 
a normal operating expense necessary 
to good management. To facilitate this, 
many banks are following the practice 
of arranging a conference with the loan 
applicant and his accountant before the 
audit so that all may agree on the scope 
of the audit and the amount of detail 
to be included in the report. 

The banker may wonder what to do 
when he receives a CPA’s report which 
neither expresses nor denies an opinion. 
When this happens it is quite proper 
that he insist that the accountant amend 
his report to make his position clear. 
This will not only help the banker t0 
estimate the risk, but will also reinforce 
efforts of accountants trying to «omply 
with the requirements of clear reporting: 

Audit report survey. Through thei! 
national and state organizations, bankers 
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— nd accountants are cooperating to raise 
the standards of business audits. The 
american Institute of Accountants, the 
national professional society of certified 
public accountants, in cooperation with 
the Robert Morris Associates, the na- 
tional association of bank loan officers 
and credit men, is sponsoring a survey 
of audit reports submitted in connection | 
with loan applications. | 
When the survey is complete some | 
500 banks will have analyzed at least 
10,000 audit reports. The results will be 
transmitted through state CPA societies 
to the American Institute of Acountants. 
Compilations will show the extent of com- | 
pliance with certain generally accepted | 
standards and procedures. A report of 
the results is expected to be ready in 
1954 for consideration by the Institute’s 
committee on auditing procedure. 
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Finanee Briefs 


To facilitate the establishment or ex- 
pansion of small businesses, the New 
York State Department of Commerce 
has offered to commercial banks the use 
of its information and counseling service. 
Available will be data on more than 30 
types of small enterprises, contained in 
brief “Small Business Supplements” 
especially designed for use in counseling 
individuals. Also being made available 
to banks on request are a number of pub- 
» een lications covering the more general 
sments i 2Spects of starting and operating small 
lity to businesses. 
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lt takes 


EXTRA 
EFFORT. 


to reach the top of a challenging peak. 


The prompt and efficient fulfillment of your 
correspondent banking requirements often 
takes extra effort, too... the kind you can 
count on at Chemical Bank & Trust Com- 
pany. 

It is traditional for “Old Bullion” to go all 
the way to serve you better. In addition to 
complete facilities, Chemical offers you the 
skill of long experience to help you build 
revenues by satisfying your customers’ every 
banking need. 


Yes, you can call on Chemical with confidence. 


FOUNDED 1824 
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CHEMICAL BANK 
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TRUST COMPANY 


165 BROADWAY, NEW YORK 15 


Member Federal Deposit Insurance Corporation 
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BANKING NEWS 








Conventions Coming 

Assembly halls in big city canyons 
and at the seaside are being readied for 
the advent of the annual Fall conven- 
tions of various banking and financial 
organizations. They will meet again to 
study their activities in light of the past 
year’s national developments and to plan 
their future courses. Setting the season’s 
pace will be the largest of such meet- 
ings, that of the American Bankers 
Association this month. It is covered at 
sme length in this issue beginning on 
page 33. 

Women’s annual, A.B.A. regionals. At 
Washington, D. C., also and immediately 
preceding the A.B.A. meet, the Associ- 
ation of Bank Women will hold their 
3ist annual gathering at the Shoreham 
Hotel, September 17-20. Among the 
principal speakers will be Miss Catherine 
Cleary, who resigned as A.B.W. presi- 
dent this year to become assistant U. S. 
Treasurer, and Dr. Kenneth McFarland, 
educational consultant, General Motors 
Corporation. 

Two A.B.A. regional trust conferences 
have been planned: the Western regional 
to meet at the Hotel del Coronado in 
San Diego, California, October 28-29, 
and the Mid-Continent regional to meet 
at the Drake Hotel in Chicago, Illinois, 
November 4-5. 

The great interest shown by bankers 
in the first bank farm credit meeting 
lat year at Louisville, Kentucky, 
prompted the A.B.A.’s_ agricultural 
committee to schedule the second Na- 
tional Agricultural Credit Conference 
this year for November 16-18 at the 
LaSalle Hotel, Chicago, Illinois. 

Independent Bankers. Governor R. M. 
Evans of the board of governors of the 
Federal Reserve System, Washington, 
D.C., will be the featured speaker at the 
annual Independent Bankers breakfast 
on the morning of September 21 at the 
Mayflower Hotel. Governor Evans will 





Association of Bank Women—Annual Con- 
vention, September 17-20, Shoreham Hotel, 
Washington, D. C. 


National Association of Supervisors of 
State Banks—Annual Convention, September 
17-19, Warwick Hotel, Philadelphia 


American Bankers Association—Annual Con- 
vention, September 20-23, Constitution Hall, 
Washington, D. C 


Robert Morris Associates—Fall Conference, 
October I1-14, Chalfonte-Haddon Hall, At- 
| lantic City, N. J. 

Financial Public Relations Association— 
Annual Convention, October I1-15, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Consumer Bankers Association—Annual Con- 
vention, October 18-21, The Cavalier Hotel, 
Virginia Beach, Va. 


National Association of Bank Auditors and 
Comptrollers—Annual Convention, October 
19-22, Roosevelt Hotel, New York. 


Annual Western Trust Conference, American 
Bankers Association, October 28-29, Hotel del 
Coronado, San Diego, Calif. 


Fall Schedule: Banking and Financial Conventions 


Annual Mid-Continent Trust Conference, 
American Bankers Association, November 4-5, 
Drake Hotel, Chicago, Ill. 


National Savings and Loan League—Fall 
Management Conference, November 8-1, 
Casablanca Hotel, Miami Beach, Fla. 


Mortgage Bankers Association of America, 
—Annual Convention, November 9-13, Muni- 
cipal Auditorium, Miami Beach, Fla. 


National Agricultural Credit Conference, 
American Bankers Association, November 
16-18, LaSalle Hotel, Chicago, Ill. 


National Association of State Supervisors 
of Building and Loan Associations—Annual 
Convention, November 18-20, Hotel Roosevelt, 
Pittsburgh 


United States Savings & Loan League— 
Annual Convention, November 20-24, Palmer 
House Hotel, Chicago, Ill. 


Investment Bankers Association of America 
—Annual Convention, November 29-December 
4, Hollywood Beach Hotel, Hollywood, Fla. 














Assembly halls and hotels are being readied for fall meetings 


speak on the subject, “Bank Holding 
Company Legislation Is Long Overdue.” 
The breakfast is a traditional feature at 
the American Bankers Association con- 
vention. 

Mortgage, Savings-Loan groups. A five- 
day meeting, November 9-13, at the huge 
municipal auditorium in Miami Beach, 
Florida, has been planned for the forth- 
coming annual convention of the Mort- 
gage Bankers Association of America. 
This year the association has limited the 
business sessions to one a day—10 a.m. 
to 1 p.m.—for the reason: “Better to 
limit the session a little and turn out 
some good ones, rather than try to do 
too much and run up against the heavy 
competition of Miami Beach fun offer- 
ings.” At the sessions it is expected 
that the principal topic of discussion 


will be the prospects for further changes 
in the fields of F.H.A. and V.A. mort- 
gages, with the tight money market 
continuing to exert a restrictive effect 
in those fields. 

The famed Palmer House in Chicago 
will be the scene of the 61st annual con- 
vention, November 20-24, of the United 
States Savings and Loan League. Repre- 
sentatives of the savings and loan busi- 
ness, related fields, and the Washington 
scene will be among the speakers at the 
general sessions. Breakfast shop-talk 
sessions on Monday will give the dele- 
gates an opportunity to compare ex- 
periences and problems. 

Another group to meet under sunny 
Florida skies this year is the National 
Savings and Loan League, which will 
convene at the oceanside Casablanca 


The big city skyline, with canyons and peaks, is synonymous with convention time 
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This year the N.A.B.A.C. will meet in New York City’s Roosevelt Hotel, banquet at the Waldorf 
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Hotel in Miami Beach, November 8-11. Robert Morris, State Supervisors. Four Warwick Hotel, Philadelphia, P, nnsyl. 
Formal speeches by important leaders days of business sessions and entertain- vania, September 17-19. 
in and out of the industry, the forums’ ment have been planned for the Robert Matters of supervision on a state 
and the open meeting of the board of Morris Associates conference, October wide basis will also be taken up by the 
governors will make up the business’ 11-14, at the Chalfonte-Haddon Hall, National Association of State Super. 
program. Atlantic City, New Jersey. Prominent visors of Building and Loan Associa. 
Consumer, Investment Bankers. The speakers and panelists from all parts tions, November 18-20, at the Roosevelt 
33rd convention of the Consumer Bankers’ of the country will thoroughly explore Hotel, Pittsburgh, Pennsylvania. 
Association will be held October 18-21 credit problems and policies, manage- 
at The Cavalier Hotel, Virginia Beach, ment methods, and specialty commodity © * + 
Virginia. Little information is available fnanciiz. 
at this time on the annual meeting of the Among other banking and supervisory Auditors-Comptrollers Mee; 
Investment Bankers Association of Amer- agency leaders, Everett D. Reese, presi- 
ica, except that it will be held at the dent of The Park National Bank of 
Hollywood Beach Hotel, Hollywood, Flor- Newark, Ohio, and incoming president 
ida, November 29-December 4, and will of the A.B.A., will address the conven- 
follow the pattern established in former tion of the National Association of 
years. Supervisors of State Banks, in the 


The timely and important subjects 
listed in the convention program of the 
National Association of Bank Auditors 
and Comptrollers 
are those that re- 
ceived the most 
votes in a member 
poll conducted sev- 


| eral months ago. 

—- | The convention 
planners believe 

that those subjects, 
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est moving conventions yet held. More 
than 1800 are expected to attend the ses- 
sions at the Roosevelt Hotel, New York 
City, October 19-22. 

Among the subjects up for discussion 
by leading authorities are pension and 
profit sharing plans, audit and control 
of banking by mail, ways to control 
tellers, transit and bookkeepers, and 
WHETHER YOU'RE A CORRESPONDENT BANK OR NOT; _ | V#tlous systems of operating Christma 

clubs. Especially prepared discourses 
for small banks will cover audit control 


¢ without an auditor, control of personnel 
turnover, and a _ review of service 
charges. Two outside speakers will talk 
on the important subjects of work sim- 


plification for larger banks and new 
developments in microfilming. 


The panel discussions will be con- 
cerned with operating and auditing an 

| installment loan department, and _ with 
whether or not direct verification should 


be applied to all facets of operations, 
or whether another audit control can 
Send us your toughest problem... | veglace direct. veciiication. | 
Phone LAfayette 3-6800, ask for Correspondent | A special panel of supervisory author 


Banking Service and get action—fast! an | ties will be made up of representatives 
| from the National Association of Supe! 


Th ti l Sh 3 i ie A | visors of State Banks, the Federal vst 
e “Na tona W Mm t me | posit Insurance Corporation, the |edera 
a u an yj 2 x . | Reserve Board, and the Comptroller of 

40 Water Street, Boston e ‘ the Currency’s office. 
Major entertainment functions will be 


' a tour around Manhattan Island on the 
Member Federal Deposit Insurance Corporation | “Peter Stuyvesant,” and a closing ban- 
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NSERTING & MAILING MACHINE 

‘ussi0n . 
= ol prepares one hundred thousand pieces 
ontrol of mail for only $77.00 or 77¢ per thou- 
_ sand! If this sounds unbelievable—remem- 
+n ber, it’s because a machine executes ali the 
ourses intricate mailing operations ... gathers up 
— to eight enclosures, inserts them in en- 
sani velope, moistens and seals flap, meters 
11 talk postage or prints indicia, counts total mail- 
k sim- 


ing and stacks the finished pieces. With 
ease and accuracy, one machine handles 
2 con from 3,000 to 4,000 pieces per hour. 


1 new 


reer Compare these figures with present 
should costs—it’s easy to estimate savings. And 
ations, for further information about Inserting & 


ol can 


Mailing Machine, write for the illustrated 
uthori- folder—Reducing Mailing Costs by 80%. 
tatives 
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M-K ADJUSTO 
TRAY-BINDERS 
and Hi-Lo STANDS 


SAVE TIME 
SAVE WORK 


4 
STEEL BANK 
and OFFICE UNITS 


to fit your needs and space. 


i cohvamaleleliialepncel¥lali-lanelalley 
teller units, accounting ma- 
chine desks, savings tubs, 
money buses, double capac- 
ity files and cycle billing 
rYe0 i] olaal-tali insulated if 
required 


TRAINED REPRESENTATIVES 
OM) CO) MD ood 9 On LO) 0 od, © OO) UW 8 OD. 
Handling and Housing 
Equipment. 
L ; foe) 420) 7 Wile), | 


CEDAR RAPIDS, IOWA 


Complete Line of Tray- 
Binders, Stands, Record 


| checks, a series of 





quet in the grand ballroom of the Wal- 


dorf Astoria Hotel. The ladies’ entertain- . 


ment will be highlighted by a luncheon 
and style show on the Starlight Roof of 
the Waldorf. 


. So & 


F.P.R.A. Convention 


The customary ‘“‘working’’ convention 
of the Financial Public Relations As- 
sociation will be held this year at the 
Sheraton-Cadillac Hotel in Detroit, 
Michigan, October 11-15. A variety of 
clinical sessions, as well as sessions for 
five departmental meetings will make 
up the business phases of the conven- 
tion. 

A principal speaker at the financial 
public relations meeting will be Kenneth 
W. Haagensen, director of public rela- 
tions for the Allis-Chalmers Manufac- 
turing Company, West Allis, Wisconsin. 
Mr. Haagensen’s subject is to be an- 
nounced later, as are the names and sub- 
jects of other principal speakers. 

An extensive entertainment program 
will include a tour of principal sight- 
seeing points in and around the motor 
city, the traditional early birds’ and 
first timers’ parties, a viewing of 
“Cinerama,” dances and card parties, 
and a special fashion show and tea for 
the ladies. 
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°*Headache”? Check Drive 


A comprehensive “educational folder” 
designed by the Federal Reserve Bank 
of Minneapolis, Minnesota, and dis- 
tributed by its member banks among 
their customers is the most recent effort 
of the 9th Fed to eliminate headache 
checks in the district. The campaign has 
been under way for two years. Ad- 
dressed to businessmen, the folder be- 
gins: “You can help us stop errors, 
inefficiency, loss of man-hours in proc- 
essing checks.” It then gives numerous 
examples on the “do’s and don’t’s” of 
check designing. 

An outstanding feature 
of four illustra- 
tions of confusing 
checks, each show- 
ing a glaring fault, 
which the folder 
labels. as’ trouble- 
makers for banks. 
In contrast, a well- 
designed check is il- 
lustrated, with the 
A.B.A. routing sym- 
bol at the ‘northeast 
corner” thoroughly 
explained. Else- 
where, the folder 
lists the recom- 
mended sizes for 


is the use 
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things to avoid in 
designing them, and 
the comments of 
various banking authorities on the prob- 
lems of check-handling. The business- 
man reader is invited to compare his 
own check form and if it needs revision, 
to seek the help of either the Fed Re- 





serve or his own bank. 


Personal contacts. According to A. R. 
Larson, assistant vice-president, who 
has directed the drive, nearly 750 busi. 
nessmen have been interviewed since the 
bank began the campaign in 1951. Aj. 
most 100 per cent favorable results haye 
been obtained with general acce;tance 
of suggestions made. In the few excep. 
tions it was not a case of cooperation 
being refused, but rather a matter of 
working out individual problems. 

Two specialists of the Fed have spent 
considerable time calling on the check 
users whose forms were found trouble. 
some. These bank representativcs de. 
scribe the mechanics and problems of 
check-handling and explain that for the 
bank to be efficient it must handle checks 
at the rate of one every two seconds, 
Therefore, proper check design becomes 
imperative. Help in re-designing the 
company’s check is offered without cost, 
and once the businessmen is aware of 
the advantages of the routing symbol, 
he invariably agrees to its incorporation 
in his own check design. 
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Noteworthy New Manuals 


New publications covering the three 
important subjects of anti-fraud meas- 
ures, public relations for banks. and the 
recruitment, selection and training of 
savings association personnel, have been 
issued by leading financial associations, 

N.A.B.A.C.’s anti-fraud program. An- 
other step in the constant war against 
bank fraud is taken by the National 
Association of Bank Auditors and Comp- 
trollers with the publication of a 28. 
page manual for smaller banks, “In- 
ternal Safeguards for Country Banks.” 
The purpose of the manual is to provide 
tried and proven methods of providing 
safeguards against well known forms of 
bank fraud. 

The guide constitutes a ready refer- 
ence to practical control procedures. 
These procedures, according to_ the 
N.A.B.A.C., will take little time in the 
smaller bank, and represent a set ol 
minimum requirements that can _ be 
enlarged to meet the needs of individual 
banks. Subjects covered include basic 
controls and suggested safeguards, in- 
cluding rotation, segregation and divi- 
sion of duties, vacations, salaries and 
outside activities of employees, dual 
controls, control program, audit fre- 
quency chart, as well as instructions 
for audit of a bank’s assets and liabili- 
ties. 

The well-known author of many works 
on bank embezzlement, Lester A. Pratt, 
has declared that the writer of the new 
N.A.B.A.C. manual, Harry E. Mertz, 
who is secretary to the technical com- 
missions of the association, has bee! 
highly successful in boiling down a vast 
amount of material without sacrificing 
clarity or eliminating necessary points. 

New A.B.A. manual. A new 48-page 
manual on public relations has been r 
leased by the American Bankers Assoc 
ation to stimulate the public relations 
programs of A.B.A. member banks. In 
announcing the publication, Frank M. 
Totton, chairman of the A.B.A. public 
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NATIONAL CITY TIMES SQUARE BRANCH MANAGER, Walter J. Brotherton, right, 


ae 


talks to a depositor—operator of the nationally-known Times Square newsstand at the 
crossroads of the world where bankers visiting New York buy their hometown news- 


t 


yrers. Brotherton’s intimate knowledge of large and small businesses in his neighbor- 


hood is expanded by the Bank’s 67 other New York managers to encompass the entire 
tity. This city-wide coverage generates a “know-how” and specialized knowledge of New 
York’s business “communities” that is available to National City’s correspondents for 


the asking. 





When a banker calls on National City for 
service he knows he will receive the attention 
and personal interest of an officer who is inti- 
mately acquainted with his territory and its 
problems. 

To learn at first-hand of the needs of 
their correspondents, National City officers 
make frequent trips about the country. In 
addition. each district officer is a specialist in 
at least one industry or line of business—an 
invalua!'le fund of banking experience and 
knowlege on which National City corre- 
sponderis may freely draw. And it goes 


ATIONAL CITY puts the personal 
ouch into correspondent service 


without saying that our correspondents en- 
joy prompt, efficient handling of their day- 
to-day banking transactions. 

With 68 Branches in New York, 57 
Branches overseas, and correspondents in 
every commercially important city of the 
world, National City has unmatched facilities 
to keep bankers in touch with world-wide 
economic conditions and developments. 

Next time a difficult banking problem 
comes up, call on us. We welcome the oppor- 
tunity to show you how we can help you help 
your customers. 


THE NATIONAL CITY BANK OF NEW YORK 
Head Office at 55 Wall Street, New York 


First tn World Wide Banking 


Atound-:he-clock Transit Service 


Collections 


¢ Credit Information °* 


Bond Portfolio Analysis 


UNIQUE “DEPOT DELIVERY SERVICE” 
speeds transit items to proper rail and air ter- 
minals, after final evening consolidated check 
shipment has been made—a real National City 
transit “plus” to assure faster presentation 
of checks. 


THE ALMOST HALF MILLION National City 
credit files on business firms all over the 
world are being constantly revised and en- 
riched by Bank men on the scene like John- 
son Garrett, National City’s Paris Branch 
Manager. 


DELMONT K. PFEFFER, Vice President, one 
of the country’s top authorities on municipal 
financing, is a key member of the National 
City team that can provide correspondents 
with counsel on every banking problem. 


e¢ Dealers in State and Municipal Bonds 


Particip.tion in Local Loans ° Safekeeping * Complete Foreign Facilities * Personalized Service * Complete Metropolitan New York Branch Coverage 


Member Federal Deposit Insurance Corporation 





INTERNAL SAFEGUARDS 
FOR COUNTRY BANKS 


By 
BABRY BE. MEAT? 
Seorasmry to Lachawad | ommissions 


The National Association of Hank Auditors and Comptroliers 
3H South Dearborn Street, Chicago 3, Btinois 
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THAT THE PUBLIC MAY KNOW 
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RECRUITMENT, SELECTIO} 
and TRAINING 
of 


Savings Association Personne! 


Propueed by 
1th COMMITTEF ON PERSONNEL POLICIES 
wd 


THE COMMITTEE ON SAVINGS ASSOCIATION 
AND COOPERATIVE BANK MANAGEMENT 





UNITED STATES SAVINGS AND LOAN LEAGU! 


22 Nowie PaSaee Sencet Catone 1, tae 


New association booklets to aid members in meeting present-day problems 


relations council and vice-president, The 
Chase National Bank, New York City, 
urged all banking officers to take advant- 
age of the many public relations tools 
and services that are available to them 
as part of their A.B.A. membership. 

The manual lists and describes in one 
volume all of the public relations publi- 
cations, services and other tools the 
association can provide to aid in setting 
up or expanding a public relations pro- 
gram. A library reference volume, it is 
designed to serve as a constant reminder 
that good public relations is simply good 
bank management plus making effective 
use of available tools and opportunities. 

The manual also describes various 
A.B.A. departments directly concerned 
with public relations, their organization 
and the services and bank aids they have 
available. Where the department has 
printed material available—booklets, 
mats, speeches, etc.—a detailed descrip- 
tion of the material is given. Where 
the department is particularly concerned 
with service, the manual describes the 
type of help available. 


S. & L. managers’ manual. Advice and 
guidance for managers of savings associ- 


ations and cooperative banks on the re- 
cruitment, selection and management of 
personnel is contained in a new manual 
distributed to more than 4000 member 
institutions of the United: States Sav- 
ings and Loan League. Numerous 
specific suggestions are given in the 
separate sections of the 20-page manual 
on the best ways to carry out activities 
related to the recruitment, selection, 
training and retention of employees. 
Addenda to the manual includes a list of 
courses offered by the American Savings 
and Loan Institute, a model employment 
application, and bibliographies of source 
material for on-the-job training and 
executive development. 

The manual points out that payroll 
expenses for savings and loan associa- 
tions average about 50 per cent of the 
total operating costs and that, therefore, 
it is logical that steps should be taken 
to guarantee the maximum return. 
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Bank Cafeterias 


A sparkling new cafeteria serving low- 
cost luncheons and snacks was recently 


put into operation at The First National 
Bank of Shreveport, Louisiana. It occv- 
pies newly remodeled space on the third 
floor and replaces smaller facilitig 
formerly maintained on the second floor, 
Meals are offered to the bank’s 215 en. 
ployees at approximately half of wha 
they would cost elsewhere. A manage 
and a staff of five operate the new cafe 
teria. All kitchen equipment is stainles 
steel and electrically operated. All cook 
ing and baking is done in the kitchen 
except for the pastry that is purchased 
outside. A spacious pantry provides : 
large storage area, permitting the pur 
chasing of food items in bulk. 
Cafeteria adjoins solarium. Included it 
the recent expansion program of the 
United States National Bank of Sa 
Diego, California, was a modern cafe. 
teria with a completely equipped kitchen 
adjacent to which is a _ glass-enclosei 
solarium for the bank’s personnel. To 
make possible the new cafeteria an( 
other additions, the bank acquired a¢- 
joining property and practically rebuilt 
a former two-story hotel. The facade 
was made over to conform to the archi- 
tectural lines of the main bank building, 


The modern bank cafeteria provides wholesome, low-cost meals for staff members 


The U. S. National Bank of San Diego, Calif. 





The First National Bank, Shreveport, La. 
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and a basement was excavated for the 
extension of the drive-in facility, which 
has in-and-out ramps. An interesting 
touch in the modernization was the 
application of hand-blocked scenic paper, 
an exclusive product of a century-old 
French firm. Five large panels of this 
paper depict scenes of the Revolution 
in vivid color. Typical are the surrender 
of General Cornwallis at Yorktown, the 
entry of General Washington into Bos- 
ton, and General Lafayette’s troops 
capturing a redoubt at Weehawken. 
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Rail Tiekets at Drive-Ins 

The First and Merchants National 
Bank, Richmond, Virginia, as a service 
to its customer, the Chesapeake and 
Ohio Railroad, recently launched a co- 
operative innovation in ticket-purchas- 
ing. The citizens of Richmond can now 
pick up their railway tickets at the drive- 
in windows of either of two suburban 


branches or the main office of the bank. | 





FIRST»? MERCHANT 
(0 BANK OF RICHNOND 





Teller delivers rail tickets 


The plan is very simple in that a cus- 
tomer calls the railroad ticket office, 
orders his tickets sent to one of the three 
bank offices to be picked up and paid for 
by the customer either in the bank or at 
a drive-in teller’s window. When the 
ticket delivery has been made by the 
bank, the money is deposited to the rail- 
road’s account, with an advice to the 
railroad. 

Robert W. Storrs, assistant vice-presi- 
dent, said that the operation adds prac- 
tically no extra work to the teller, but is 
handled in the normal course of business. 
It does, however, provide a convenient 


# method for picking up tickets, and gives 


the bank an opportunity to sell its other 
Services to the ticket customers. Mr. 
Storrs said also that the additional serv- 
lee will be of great value in the bank’s 
Promotion of five additional branches to 
€ opened in the next few months. 
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Savings Certificate Features 

The ‘eatures of a new 2% per cent 
Savings certificate of The Bridgeville 
(Pennsylvania) Trust Company, are a 
*e-time snap-out carbon to facilitate 
Speed in preparation, and a table of 
tedemption values that are printed on 


Septem ber, 1953 
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Have you business in 


SANTA BARBARA? 


It’s possible that Santa Barbara — city and county — 
is in both your Trust and Commercial active files. 


This section of Southern California has been 

a Mecca for Tourists and the Retired since the days 
of the Dons. But today’s income is from 

many sources. Santa Barbara has the state’s largest 
annual county income from cattle and calves 

(near $24,000,000) ...a $7,000,000-plus yearly 
lemon crop... petroleum production, over 
$86,000,000 ... other mineral production worth 
$4,900,000 ...a per capita income (1950) 

of $1,581. 


Security-First National is the bank to serve you 
in Santa Barbara County... 


We've been there since 1886 — and we've 

had five Branches in the county ever since 1905. 
They’re in Santa Barbara, Santa Maria, 
Guadalupe, Lompoc and Carpinteria. 


And, of course, a single Correspondent account 
with Security-First National puts at your 
disposal the facilities of all our 140 Offices and 
Branches ... providing complete, competent, 
streamlined Correspondent service from Mexico 
to mid-state Fresno, as well as throughout 

the vast Metropolitan Los Angeles area. 


We would be pleased to serve you as your 
Correspondent. Write: Bank and Customer 
Relations Department. 


RESOURCES OVER 1% BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


James E. Shelton Chester A. Rude 
President Chairman Executive Committee 


C. T. Wienke Paul D. Dodds 
Vice President Vice President 


Lloyd L. Austin 
Vice President 


ECURITY- FIRST 
NATIONAL BANK 


OF LOS ANGELES 


Member Federal Reserve System 
Member Federal Deposit Insurance Corporation 
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Fire PREVENTION WEEK, October 4-10, offers 
unusual opportunities for the insurance 
agent to win greater recognition for himself 
and his agency...play a major role in com- 


munity activities...and do more business! 


The Home is paving the way for you with 
big, full color advertisements like the one 
shown on the opposite page. Appearing in 
national publications, these advertisements 
will be read by an estimated 48,000,000 
people—your clients and potential policy- 
holders. You can take advantage of this 
advertising in your area by using the special 
material provided by The Home without cost 
to you. This material includes advertisements 
ready to go into your local newspapers, post- 
ers, sample speeches and other sales aids. 


Your Home fieldman will be pleased to sup- 
ply you with all you need. Why not plan to 
get the most out of Fire Prevention Week 
by asking him for this material today? 


* THE HOME* 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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Meet your HOMEtown Insurance Agent 





HE KEEPS THE HOME FIRES FROM BURNING! 


Your Home Insurance agent is a handy 
man to have around when the leaves start 
falling! He knows that even a harmless- 
looking leaf fire can suddenly blaze 

into danger. He is an expert on safety 
and his keen sense of community welfare 
makes him a true public servant. Fall 
and winter, spring and summer, your 
insurance agent works for you and your 
family, your friends and neighbors, 

your entire community. 





Bie. 
we 








As an independent businessman in 
your community, the insurance agent has a 
real stake in local progress and prosperity. 
That’s one reason he does so much to 
protect the property and possessions of 
homeowners and businessmen alike. Another 
reason: he’s a good friend as well as a 

good counselor! 


Your HOMEtown Agent can serve 
you well—see him now! 





In the century since its founding in 1853, The Home 
has worked constantly to help firemen get better equipment and to help’ 
prevent fires. Insurance and fire-fighting are partners in protection, 


i ii me Asa full page in 
e F . ee 


v THE HOME a ad will appear in: 


CSusurance Company Saturday Evening Post 


Sept. 26 


U.S. News & World Report 
N11) Oa 4) 








FIRE . AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance. Fidelity and Surety Bonds 





; Business Week — Sept. 26 
The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes off” (team Ge 





Better Homes & Gardens 
Oct. 
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Aluminum Portable 
Tellers’ Buses of 
Distinction 


Ask for 1953 Catalog 
“THE STOKES SYSTEM" 


@ PORTABLE BUSES 
@ COIN STORAGE LOCKERS 
@ ALUMINUM COIN TRAYS 


Quality Products Co., Inc. 


P.O. Box 3214 
CHARLOTTE 3, N.C. 
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SAVINGS) 274% CERDIMACATE, 
The Bridgeville Trust Company: 
Bridgeville, Pennsylvania 4 1 1 0 
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SPECIMEN -_ 





GATE OF 1SSU~ 








REDEMPTION VALUES 
PER $1900.00 

s'oD2s 

00.80 
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. MEME i -PEDERALT DEPOSIT INST RANCE CORPORATION D250) 


Printed redemption tables, snap-out carbon are featured 


the face of the certificate. 
Developed by William A. McDivitt, 


| Jr., secretary and treasurer of the bank, 


the. certificate is the size of a U. S. 


| savings bond. It is issuable in multiples 


of $100 and if held to the maturity date, 
bears interest at 2% per cent com- 
pounded. The printed table of redemp- 
tion values is given for three month 
intervals. The original is lithographed 
on green safety paper, and the duplicate 
or register copy, on a pink stock. 
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Crowds and a Cloudburst 

Expecting a few hundred fans, The 
Denver National Bank, Denver, Colo- 
rado, recently invited the public to 
come to the bank lobby to meet and 
get autographs of Liberace, piano vir- 
tuoso and star of the bank’s weekly 
TV program. When 6000 fans showed 
up, the bank was hard pressed to carry 
out its promise. 

To complicate matters further, the 
weatherman, too, decided to break rec- 
ords that day. With long lines of both 
young and old waiting outside to get 
into the bank lobby, the Denver heavens 
opened and the city suffered its worst 
cloudburst in history. 


“Storming” the bank lobby 


Before the storm broke, 600 had 
passed through the receiving line and 
another 600-800 managed to crowd 
into the lobby, as the bank reopened its 
front doors to shelter the multitude, 
Liberace personally pledged he would 
autograph more photographs in Holly. 
wood and forward them to the bank for 
mailing. Total requests to date—2500! 

James Sanbourne, Denver National’: 
advertising manager, said that although 
the local newspapers in reporting the 
story did not agree with the police on 
the estimated crowd, he was too tied wp 
inside the bank to even realize that both 
the crowd and the weatherman were 
breaking all records outside. A_ police 
sergeant and eight men were on duty. 

Mr. Sanbourne reports that popular 
though Liberace is, it was the first time 
a bank anywhere in the country had 
sponsored a give-away on the spot of the 
star’s photograph. 
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Special Lobby Features 

A striking example of the modern 
trend of using greenery for both utility 
and decoration is shown by the photo on 
page 24 of the First National Bank of 
Attleboro, Massachusetts. Here _ the 
greenery box partitions a working are 
from the public section of the bank lobby. 
In the recent modernization of this bank, 
the entire interior was remodeled by tak- 
ing over an adjoining store and removilg 
a wall. The ground floor space of the 
bank was doubled. The decorative bordel’ 
and greenery arrangement were carried 
out in other sections of the bank. Fi 
tures, floors, ceilings and lighting fixtures 
were made completely modern, and a nev 
outside depository was added. 

Magic mirror. One of two unusual 
lobby features of the new building & 
the Otero County State Bank, Alame 
gordo, New Mexico, is the large mirrd" 
pane glass wall. On the lobby side the 
glass is seen by the customers as a mr 
ror, reflecting the beauty of the lobby 
drapes, fixtures, floors and ceiling. How 
ever, on the other side in President R. D. 
Champion’s office, the wall is tran sparelt 
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can As our Correspondents all over the country That’s why more and more bankers all over 
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Springfield (Massachusetts) Institution for Savings Otero County State Bank, Alamogordo, N. M. 


Large end wall is both mirror and window 


A distinctive gold-black wallpaper panel 





First National Bank, Attleboro, Mass, Easthampton (Massachusetts) Savings Bank 


A partition of greenery Striking walnut panels set off the safe door 





Northwestern National Bank, Lincoln Office, Minneapolis, Minn, Otero County State Bank, Alamogordo, N. M. 


The column hides pipes, gives decorative theme Tellers are seated on raised platform 


and Mr. Champion, although unseen him- the area behind the tellers’ counters is by special treatment given to the walls 


self, can observe all that goes on in the 
lobby. Another special feature of this 
new bank is the tellers’ posture chairs 
which enable them to sit at eye-level with 
customers. This is made possible because 
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elevated about one foot. 

Distinctive walls. At the new branch 
office of the Springfield (Massachusetts) 
Institution for Savings, the main banking 
room was made particularly distinctive 


On one side of the lobby there is a t& 
tured plastic wall covering of light belg* 
interrupted by a 25-foot expanse of black 
gold and coral, screened wall paper (sé 
photo). On the other side behind the 
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B.. it a new facade, interior 

alteration or building addition you'll 

find our services invaluable in 

securing the finest possible 

facilities for the money you wish 

to invest. Regardless of the 

size or scope of your project, 

when you select us as your 

designers, you are assured of 

the best in financial quarters 

for today... and many 

years to come. There is 

no substitute for our 

banking experience and TIM F 
architectural knowledge, : 
if you desire superior 


quarters. 3 for a change ? 
join the swing... 


me) 


UNNEEN 


@ A DISTINCTIVE NAME IN BANK DESIGNING 








THE CUNNEEN COMPANY 


TWELVE TWENTY FIVE VINE STREET + PHILADELPHIA 7, PENNSYLVANIA 
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tellers’ counter, the wall is broken by 
panels of plain and of black-and-gold 
stencilled cork. In the center of the plain 
cork panel is a 4’ x 3’ colored photograph 
of the bank’s main office. Other features 
of the new bank include a tellers’ counter 
of matched panels of lined walnut veneer, 
with a glove shelf and a counter top of 
rolled cork. 

Attractive safe door. The most striking 
feature of the main floor in the new 
building of the Easthampton (Massa- 
chusetts) Savings Bank is the rear wall, 
where large individual panels of black 
walnut surround the bank’s safe door. 
The silvered hands and numerals of a 
clock at the top center of the wall stand 
out in contrast to the deep walnut panels. 


The same black walnut is used as wood- 
work in the rest of the lobby, and birch 
wood in other rooms. Throughout, the 
new bank is modern in all respects, with 
an employees’ lounge and kitchen, acous- 


tic ceilings, air-conditioning, radiant 
heating, and beautiful fixtures and 
decorations. 


Dual-purpose column. When the Lin- 
coln Branch of the Minneapolis (Minne- 
sota) Northwestern National Bank was 
recently enlarged and modernized, an 
eight inch soil pipe located 18 inches from 
a structural column in the approximate 
center of the lobby made for a difficult 
problem. What was done about it is 
shown in the photo on page 24. The two 
fixtures were encased in one large cir- 





Senators? 
No! 


But there will 


be Representatives 










of our bank looking forward to meeting you at 


this year’s 


American Bankers Association Convention 


in Washington, D. C., the week of September twentieth. 


Speaking of representatives, we'd like to represent 


you in Chicago all year ’round. 


American National Bank 





LA SALLE AT WASHINGTON, CHICAGO 90, 


and Trust Company of Chicago 


ILLINOIS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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_ banks, 
| trast owing to the differences in bank- 





cular pillar. The pillar was then uso as 
a partial support for a large, ci:culay 
check desk and it also became the foca] 
point for the decorative theme o! the 


new quarters. A circular plantiny box 
was “imbedded” into the pillar The 
modernization program brought many 
other attractive and functional fe: ee 


such as a complete air-conditionin; , 
cially designed cone-shaped lightinz 1 o 
tures, extensive use of walnut paneling 
in the tellers’ fixture, planting boxes and 
check desks, etc. 


e e e 


Staff Haudbook tor Scots 
While much of the material in the 
staff handbook of the Royal Bank of 
Scotland, pictured below, is similar to 
the employee manuals of American 








ie 
ROYAL BANK 
OF 
SCOTLAND 


Staff Handbook 


Points up differences 


the general approach is in con- 


ing and staff set-ups in Scotland. 
Several novel features are noted in 
the Scottish handbook. For one, the 
book is marked “private and _ confi- 
dential’ and includes a salary scale for 
men and women employees. In the en- 
ployees benefits section, the bank offers 
special interest rates up to 4 per cent 
on employee savings accounts of balance 
up to £500. The bank also _ provides 
home purchase loans up to 95 per cert 
of the purchase price, or up to fou 
times the employee’s annual salary, 
whichever is less. The rate charged 
these loans is 2% per cent. A further 
unique benefit is the bank’s offer 
take the loss up to 80 per cent of the 
total’ on the sale of a house, if the sale 
was necessitated by the bank’s trans 


ferring the employee to another “7h 


e 4 e 


**‘Bankers’ Hours”? 


Tired of holding his tongue in cheek; 
John A. Mattmiller, vice-president of 











The Northern Trust Company, Chicag® 
Illinois, did something about the cor 
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tant witticisms of friends who imply 
that bankers don’t overly exert them- 
selves. He wrote a myth-exploding article 
on “bankers’ hours” for his bank’s pub- 
lication, “The Northerner.” 

Cleverly illustrated, the story was in- 
troduced by a cover picture showing a 
hnker arriving at work in the wee 
gma’ hours on the tailgate of a horse- 
drawn milk wagon. The headline read: 
“We come to work with the milkman.” 
Inside, Other illustrations depicted the 
popular fallacy that: bankers spend their 
time at perfume counters on Chicago’s 
State street, go home early, play cus- 
tomer golf every day, and of course, 
enjoy 48 holidays a year. 

“But it just isn’t so,’ protested Mr. 
Mattmiller. To prove it, his article 
accounted for the time worked in vir- 
tually every phase of banking operations, 
fom the dishwasher in the  bank’s 
kitchen on up to Mr. Mattmiller, who as 
head of operations supervises 600 em- 
ployees. A chart tabulated the goings 
and comings of some 1231 of the bank’s 
personnel over a 24-hour period. 








What people think... 








ond, of course, 
enjoys 4E holidays 
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- « « but the way it is. 
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ty, New Yorke 
vor Cote Crrund the Wold 


The services of main office, branches, and 
correspondents of Guaranty Trust Company 
are at your disposal. Complete facilities are 


available to meet every banking need. 


Please feel free to consult with us, 


Guaranty 


Trust Company 
of New York 


Capital Funds $380,000,000 


140 Broadway, New York 15 


Fifth Ave. at 44th St. Madison Ave. at 60th St, 
New York 36 New York 21 
Rockefeller Plaza at 50th St. 
New York 20 
LONDON 
32 Lombard St., E.C. 3 Bush House, W.C. 2 


PARIS BRUSSELS 
4 Place de la Concorde 27 Avenue des Arts 


Member Federal Deposit Insurance Corporation 
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A Survey of Banking-by-Mail 


By J. Howard Payne 


United States Postmaster, Dallas, Texas 







































Television is still a young industry 
—but consumer finance is helping 
it to grow up rapidly. In 1952, at 


least 65% of all television sets 
sold were financed . . . as high as 
98% with some dealers. 

Last year, 56,465 people came 
to Peoples First National for Time 
Plan Loans so they could buy 
television sets and other appli- 
ances. This is indicative of the 
importance of Peoples First 
National in the Pittsburgh con- 
sumer credit field. 

Peoples First National has ac- 
quired extensive experience in 
the home appliance field. This 
knowledge and our widespread 
contacts with manufacturers are 
frequently of value to Correspond- 
eats. If you’re considering a Pitts- 
burgh Correspondent, we will 
welcome the opportunity of pre- 
senting the facts about our com- 
prehensive services. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 


P. O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 
































HEN as a “green” postmaster I was 

studying my new job here some 
thirteen years ago one of my supervisors 
of mail told me that the the U.S. postal 
service was far from being a static 
activity and was subject to constant 
growth. Nowhere is his statement better 
proved than in the growing use of postal 
facilities for making bank deposits. More- 
over, the supervisor’s remarks apply to 
our banks; they, too, are far from 
“static.” 

Personally, I have followed the bank- 
by-mail practice for many years simply 
because it saves time and is a relief from 
the annoyance of standing in line. But 
what the practice fully meant in terms of 
economy, convenience and efficiency to 
depositors and banks alike was not real- 
ized until, as a postmaster, I began to 
watch the steady increases in mail de- 
posits. Throughout, our office has en- 
couraged the Dallas banks to promote the 
bank-by-mail practice. 

Survey results impressive. Recently, I 
became curious to know the exact extent 
of the bank-by-mail growth, insofar as 
it was ascertainable. Of the 23 banks in 
our metropolitan area that I surveyed, 
18 of them were found actively soliciting 
individual deposits by mail, and the 
figures they reported were even more im- 
pressive than I had supposed. 

For example, the average number of 
deposits received daily over a representa- 





— 


tive period of time totaled 7,942. The 
Dallas Clearing House had previously 
placed the figure at approximately 8,009, 
Thirteen banks reported a total dollar 
volume of $11,541,059, an average of 
$2,137 per mail deposit, $964,697 per 
bank. And as a further example of this 
tremendous growth, the records of one 
bank alone showed that its bank-by-maij 
deposits stood at an 82 per cent increase 
over 1949. Not included in the foregoing 
13 banks are two of the four largest 
banks in Dallas, whose average daily mail 
deposits total 1,719. It is a conservative 
estimate based on known factors that 
their mail deposits would bring the daily 
total average up to $16 million or more, 

The Dallas banks whose figures make 
up these totals and averages are: Ameri- 
can National of Oak Cliff; City State: 
Dallas National; Empire State; Fair 
Park National; First National; Grand 
Avenue State; Greenville Avenue State: 
Grove State; Highland Park State; Hill. 
crest State of University Park; Lake. 
wood State; Love Field State; Mercan- 
tile National; Merchants State; National 
Commerce; National City; Oak Clif 
Bank & Trust; Oak Lawn National; Re. 
public National; South Dallas Bank & 
Trust; Texas Bank & Trust; and Wynne- 
wood State. 

Individual accounts numerous. The dol: 
lar volume of these deposits is not par- 
ticularly surprising in view of the 


Processing a typical morning’s deposits-by-mail 
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F. M. King and R. Rucker, transit department, First National Bank in Dallas, Texas 
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position Dallas occupies in the banking 
world and the custom for many years of 
ysing the mails to make deposits in dis- 
tant banks. Large firm deposits con- 
tribute heavily, of course, to the high 
dollar average. However, the really sig- 
nificant figure is the large number of 
deposits so made, of which 75 to 80 per 
cent represent individual accounts. Many 
-——J § ,f these customers would not have bank 
aecounts if each deposit necessitated a 
trip to the bank and the risk of at least 


The sme delay in getting to the windows. 
Lously 
8,000, 









Mail eases strain. Our banks want more 
lollar accounts. But how would they take care 
we of of them without larger lobby space and 
> more tellers’ windows? As in other pro- 
of a gressive cities, Dallas banks are spending 
of pe huge sums to modernize and expand their 
_._» Mfacilities. Yet the bank lobbies continue 

y-mail : 
to be overcrowded practically every day, 


crease : : 
egoing and are fumingly packed on the busier 
5 > 


lar $ ree . 
ae an additional 8,000 depositors—many 


“vative y more on the 1st and 16th—storming their 

s that doors between 9 a.m. and 2 p.m.? 
Therein lies the reason that Dallas 

banks are actively promoting banking by 





e daily 


more, § : ie 
an mail through virtually all advertising 
Ameri. § media. For the convenience of their cus- 


State: § tomers they provide especially designed 
. Fair g envelopes, of which the deposit slips and 
Grand receipt forms are an integral part. The 
State: § ‘King size” envelope has been added. It 
.: Hi]. f has been made large enough for multiple 
Lake. @ check deposits, and safe for registered 
lercan- @ Mail carrying currency. 
ational @ (Incidentally, our banks must be out- 
; Clit standing in their service to customers. 
al; Re. One of our citizens, a strong supporter 
‘rank & of the Dallas National, moved some 
NV ynne-§ months ago to another city. Finding that 
charges for banking services there were 
— somewhat numerous and high, he wrote 
ot par- several letters to his Dallas bank offering 
sf the g ' Solicit, at his own expense, new bank- 
by-mail accounts for the bank.) 


Safety in mail-deposits, One bank, the 


that do not open on Saturday can late 
on Friday put accumulated funds under 
the protection of the U.S. mails, safe 
from week-end burglaries. Such deposits 
are processed on Saturday, the receipts 
reaching the depositors Monday forenoon. 

Just such an instance of a bank de- 
positor using the mails for protection 
was recently related to me by a friend. 
On a recent Saturday, at about the time 
the banks were closing, he was behind a 
young woman at the service window of 
one of our outlying stations. She placed 
twenty-two $20 bills in an envelope with 
a deposit slip, addressed it to her bank, 
then registered and mailed it. She then 
went her way, free of the responsibility 
Over the week-end of a large sum of 
money. It was safe with Uncle Sam, and 
by 9:30 Monday morning it stood to her 
credit at her bank. 


That Texas touch. Naturally, in this 
story | wish to preserve that unique 
touch of Dallas understatement. Still, I 
make so bold as to say that banking by 
mail here has reached a wider use and 
higher volume than anywhere else. And 
if tha: is true, let me quote a remark 
credited to Dizzy Dean, which is so com- 


forting to Texans: “If you done it, ’taint 
Taggin’.” 


Texas 
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National City, makes the point that firms | 





‘Talk 


about 


speed! 


With the new Todd 


Automatic Feed I can 
imprint checks 4 times 
as fast." 


Just imagine this. The improved Todd Imprinter with auto- 





matic feed attachment makes the whole process of imprinting 
checks four times as fast. Not only that but speed is automatic. 
It doesn’t depend on the operator’s skill or experience. She just 
flips a switch at the start and the machine turns out imprinted 
checks at the rate of five per second. Meanwhile, the operator 
is free to do other work until it’s time to lock another type- 
holder into the machine. 

Remember— Automatic feed means automatic speed. 


Mail the coupon now for complete details. 


THE TODD COMPANY, Inc., Dept. BCH 
Rochester 3, New York 

Please send me complete information about the new 
Todd Automatic Feed attachment for your imprinter. 


Name of Bank 












oie ssoandoh 
Todd 


City. Zone___State ROCHESTER SMP NEW YORK 
SALES OFFICES iN YQ PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 
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This is the profile of a bank 


Men OF THE TIME marble and 
steel disguise it. But after a 
visit or two to any bank you begin 
to see its true profile. 

It may be the face of a teller, a file 
clerk, a loan officer or—the presi- 
dent. Whoever it is, this much is 
certain—the profile of a bank is al- 
ways the face of the man or woman 
in the bank you know best. 

Why? 

Because banks are people. Tellers’ 
cages, vaults, iron gates—all the 
familiar symbols of banks—are 
nothing more than tools used by 


human hands to get the job done. 

Yes— banks are people. More to 
the point, they are conscientious 
professionals who see banking as a 
career rather than just another way 
to earn a living. 

To Mr. and Mrs. America this 
says, ‘‘ Your money (along with your 
country’s financial tradition) is in 
good hands.”’ 

It also means that the business of 
putting money to work—banking’s 
basic function—is administered by 
responsible professionals with a keen 
sense of trade competition, and a 


highly developed awareness of cus- 
tomer service. 

These people are America’s banks. 
Bank buildings, however simple or 
ornate, are only their workshops. It 
is their humanness that transforms 
facades of marble and steel into faces 
of friendliness and warmth. 

Chase National Bank is proud of 
the part it is playing in American 


progress. 
* * * 


The CHASE National Bank 
OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 


Burroughs Clearing {Hou* 









cus- 


nks. 
e or 
s. It 
yrms 
‘aces 


d of 


ican 


ink 


tion) 


House 











A Bank’s TV News Reporter Gets a “Hot’’ Scoop 


By Noel Johnson 


Advertising Manager, National Bank of Commerce of Seattle, Washington 








66 ELLO, everybody, from Fairbanks, 

Alaska. Camerman Joe Raskie 
and I came to the North Country three 
days ago to do a series of 15-minute 
shows on Alaska for National Bank of 
Commerce, programs which are not 
scheduled to begin until September. 
Now, however, something unexpected 
has developed here in Alaska, as you 
have undoubtedly heard, so we are in- 
terrupting our regular assignment to 
fy down to Anchorage in this Alaska 
Air Lines plane . .. and witness the 
spectacular eruption: of 11,000 foot 
Mt. Spurr.”’ 

These were the opening words of 
N B of C reporter Charles Herring, in 
a special public service TV program 
recently televised through the co-opera- 
ition of KING-TV and National Bank 
of Commerce of Seattle. Only forty- 
eight hours before, the giant Alaskan 
peak, Mt. Spurr, had erupted, blanket- 
jing the Anchorage area with volcanic 
ashes. 

Hastens to scene. As soon as the news 
' services flashed the word that the Alaska 
» Peninsula was the scene of North Amer- 
jica’s newest active volcano, National 
» Bank of Commerce contacted Charles 
/ Herring by telephone in Fairbanks, 
ordering him to the Anchorage area to 
cover the story. 

Shortly thereafter, Herring and Ras- 
kie were on their way to the scene in 
a chartered plane. The plane was the 
first permitted to land in Anchorage, 
80 miles from Mt. Spurr, setting down 
ina heavy layer of volcanic dust. At the 
airport, Herring and Raskie transferred 
to another plane and flew over the vol- 


cano, taking the first professional movies 
of the still-erupting mountain. 

The undeveloped films were flown 
immediately to Seattle, arriving early 
the next morning. Rushed to the studio, 
they were processed and printed just 
before air time, slightly more than 24 
hours after the films were taken, ap- 
proximately 1,800 miles away. 

Bank gets credit. The program, sched- 
uled in the public interest, gave National 
Bank of Commerce full credit for their 
effort in detouring Herring from his 
regular assignment in filming its pro- 
grams, and for recognizing this special 
news event. 

Much of the program showed spec- 
tacular close-up views of the erupting 
mountain as the smoke rose in a giant 
mushroom cloud. 

Herring interviewed other passengers 
aboard the plane with his N. B. of C. 
microphone. Later, on the streets of 
Anchorage, he rounded out the fifteen- 
minute show getting the reaction of 
residents to the sudden darkening of 
their city and the filling of their homes 
with volcanic ashes. The National Bank 
of Commerce seal, the N B of C letters 
on an oval shaped disc, was evident on 
the microphone giving the bank con- 
stant but unobtrusive identification. 

While this type of news coverage is 
part of Charles Herring’s daily life, it 
is unusual on one of his bank-sponsored 
programs. Herring, who is well known 
in the Pacific Northwest to the television 
audience as the station news director, 
concentrates on the human side of the 
news in his programs sponsored by the 
bank. The present Alaskan series will 


mark the beginning of the third year 
he has been on the N B of C reporter 
television show. 

TV series popular. The program series 
started in the fall of 1951. National Bank 
of Commerce, having just completed 
its sponsorship of the March of Time 
Through the Years, bought a series of 
13 programs which Herring was to make 
in Europe. The European shows, flown 
back as each was completed, were enthu- 
siastically received. The films were later 
put togther in two sections of a half hour 
each and made available for private 
showing through the bank’s extensive 
branch system. 

After his return, Charles Herring 
undertook a new series for National 
Bank of Commerce of Seattle, called 
N B of C Reporter in Washington State. 
Except for a summer vacation both in 
1952 and 19538, this series has con- 
tinued. In these 15-minute once-a-week 
shows, Herring takes the television audi- 
ence with him as he sees interesting 
people and things in the state of Wash- 
ington. The camera follows him as he 
visits their homes, their farms, their 
cities; as he finds out what they do 
and think, and their hopes for the future. 
This series of films has also been 
made available to schools, civic groups, 
churches and community clubs. 

Following the 1953 spring series, the 
bank was very much interested to know 
viewer reactions to the program before 
planning the next season. Answers to a 
questionnaire showed such enthusiastic 
response that N B of C decided to pro- 
duce the series of Alaskan stories for 
the fall and winter. 


Exclusive volcano films obtained by the bank were programmed in the public interest 


A spectacular “still” of the erupting mountain 


Reporter Herring with the N B of C mobile unit 
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“above and beyond : 
the call of duly 


N correspondent bank relationships, there are many 
routine functions which are expected as a matter of 
course. These cover the bulk of transactions, and the 
Continental Illinois Bank has long proved its ability to 
discharge such functions to the complete satisfaction of 


its customer banks. 


But emergencies are bound to arise. Perhaps one of your 
customers with an unusual problem needs help urgently. 
Perhaps you wish to “double-check” on a subject of par- 
ticular importance to your own bank. The Continental 
Illinois Bank rises to situations that are “above and be- 
yond” what is ordinarily expected by its correspondents. 
Whenever it is humanly possible, the desired results are 
accomplished. 


That is one reason why so many banks have relied on 


the Continental Illinois Bank for so many years. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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The nation’s capital will greet A.B.A. convention delegates 


BIG FINANCIAL INVASION 








for the first time since 1934 


The A.B.A. Goes to WASHINGT. 


This year’s meeting will be focused on the problems of 
economic adjustment, and the battle for “sound money”’’ 


HE 79th annual convention of the 

American Bankers’ Association 

will be held in Washington, D.C., 
September 20-23. It is certain to be a 
big convention in attendance and an 
important one in the pro- 


Top local planners 


Left: Robert C. Baker, chairman, General 
Convention Committee. Right: Hulbert T. 
Bisselle, 


vice-chairman of the committee 





gram that is to be presented. 
More than 6,000 bankers 
and their wives from all sec- 


By 
THE EDITORS, 


Burroughs Clearing House 





tions of the country are ex- 
pected to attend the meeting 
In the nation’s capital, the 
firs: to be held there since 


September, 1953 








1934. They will be the guests of the 
District of Columbia Bankers Associ- 
ation, the convention host. 

This year the convention will center 
in large measure around the responsi- 
bilities and problems of bank- 
ing in making adjustments 
toward a free, competitive 
economy. Association Presi- 
dent Harold W. Brenton, 
president of the State Bank 
of Des Moines, announced 
the program and his feelings 
on the current situation are 
well known. 

Mr. Brenton still considers 
inflation a real threat. ‘““The 
United States is at the eco- 
nomic crossroads,” he says. 
“Unless we stop increasing 
overall costs, including the 
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cost of government, more rapidly than 
we increase productive efficiency, we 
surely will be headed for another era 
of inflation. 

“Our fellow business men are now 
prominent in government, and their 
methods are on trial,” he adds. ‘““‘Those 
of us who believe in a stable dollar 
must do all we can to understand the 
problems that confront the administra- 
tion and then give active support to 
the men who are trying to solve them.” 
If sound money men can retain public 
confidence, -he is convinced that the 
budget will be balanced, that taxes will 
be reduced, that money will be worth 
saving, and that people will have un- 
limited opportunities to prosper. 


T IS significant that administration 

leaders are prominent on this year’s 
program. Among them are Secretary 
of the Treasury George M. Humphrey; 
Secretary of Agriculture Ezra Taft 
Benson; Comptroller of the Currency 
Ray M. Gidney; Deputy to the Secre- 
tary of the Treasury W. Randolph 
Burgess; J. L. Robertson, member, 
Board of Governors of the Federal 
Reserve System; and Albert M. Cole, 
administrator, Housing and Home 
Finance Agency. 

Among other headline speakers, in 
the non-banking group, are: United 
States Senator Wallace F. Bennett, 
Salt Lake City, Utah; Dr. Earl L. 
Butz, professor of agricultural eco- 
nomics, Purdue University, Lafayette, 
Indiana; L. W. Brockington, C.M.G., 
Q.C., Toronto, Canada; and Dr. R. C. 
Young, professor of philosophy, Uni- 
versity of Georgia, Atlanta. 

Banking talks that will feature the 
program will include the address of 
President Brenton, the addresses of 
division presidents, and addresses by 
Casimir A. Sienkiewicz, president, 
Central-Penn National Bank, Philadel- 
phia, and Roy L. Reierson, vice- 
president, Bankers Trust Company, 
New York City. 

A cordial welcome is extended to 


Financial policy stemming from these headquarters will be spotlighted in convention addresses 


U.S. Treasury Building 
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A.B.A. President Harold W. Brenton sounds the convention keynote 


those attending the convention. It 
comes from General Convention Com- 
mittee Chairman Robert C. Baker, 
executive vice-president, American Se- 
curity and Trust Company, and is 
warmly seconded by Vice-Chairman 
Hulbert T. Bisselle, senior vice-presi- 
dent, The Riggs National Bank. 

“Tt has been nineteen years since the 
A.B.A. convention last came to Wash- 
ington,” says Mr. Baker, “‘and we are 
pleased and proud to welcome dele- 
gates and their ladies. It seems to me 
to be singularly appropriate that the 
bankers of the nation should meet here 
this year. They will find an attitude 
of friendliness and understanding on 
the part of our national administra- 
tion, many of whose leaders will be in 
attendance at our meetings.” 

A full entertainment program will 
be a feature of this year’s convention. 
It was arranged by the members of 
the District of Columbia Association 


Federal Reserve Bank Building 


in cooperation with the A.B.A. 

“The citizens of Washington are 
very proud of their beautiful city with 
its parks and monumental public and 
private buildings,” says Corcoran 
Thom, Jr., vice-president of the Riggs 
Bank, who heads the entertainment 
committee. “With this in mind the 
committee for the host banks has at- 
tempted to arrange those events which 
are unique to our great city.” 

On Sunday afternoon, there will be 
a reception by the Secretary of the 
Treasury and Mrs. Humphrey at The 
National Gallery of Art, and Sunday 
evening there will be a symphony con- 
cert by the National Symphony Or- 
chestra with Howard Mitchell con- 
ducting at Constitution Hall. 

Monday morning there will be a 
choice of a Potomac River Cruise to 
Mount Vernon and a tour of US. 
public buildings, and in the afternoon 
a choice of the cruise to Mount Vernon 
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and a tour of monumental Washington 
and Arlington. In the evening there 
will be a choice of a showboat cruise 
on the Potomac and a tour of the U.S. 
Naval Observatory. During the day 
there will also be special G-Man tours 
of the Federal Bureau of Investigation. 

Tuesday morning there will be a 
choice of the cruise to Mount Vernon 
and a tour of Washington’s residential 
and embassy sections. In the early 
afternoon, the Mount Vernon tour will 
ye repeated and at 4 p.m. a White 
House tour for ladies. This is “a spe- 
cial tour of the Executive Mansion 
extended to the ladies of the conven- 
tion by personal invitation of Mrs. 
Eisenhower. Attendance is limited to 
those registered for the convention.” 
In the evening, the showboat cruise 
on the Potomac and the tour of the 
U. S. Naval Observatory again will 
be available. 

Mrs. Robert V. Fleming, wife of 
the chairman of the board and presi- 
dent of the Riggs Bank, and Mrs. 
Daniel W. Bell, wife of the president 
of American Security and Trust Com- 
pany, are co-chairmen of the ladies 
committee of the convention. They will 
conduct the various activities of spe- 
cial interest to the 2,300 bankers’ wives 
and women bank officers expected. 


ONVENTION registration will 

take place in the U.S. Chamber of 
Commerce Building and the general 
convention sessions will be held in 
Constitution Hall. The meetings of the 
four divisions will be in several hotels 
and in Constitution Hall. There will 
be no headquarters hotel, but informa- 
tion desks will be maintained during 
the four days at the Continental, May- 
flower, Shoreham, Statler and Wash- 
ington hotels. 

The convention will open Sunday 
with the annual meetings of the 
A.B.A.’s commissions, committees and 
councils, which are the association’s 
working machinery. Monday will be 
devoted to the annual meetings of the 
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ROBERT A. WILSON 


C. A. SIENKIEWICZ 


T. ALLEN GLENN, Jr. 
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Non-governmental speakers on the convention program 


four divisions and the election of their 
officers. The general convention ses- 
sions will be held Tuesday and Wed- 
nesday mornings. 


Sessions will be held here, and in several Washington hotels 


View of Constitution Hall 
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The annual convention breakfast of 
the association’s Agricultural Commis- 
sion will be held Tuesday morning in 
the Presidential Ballroom of the Hotel 
Statler, it is announced by W. W. 
Campbell, chairman of the commission, 
and president, National Bank of 
Eastern Arkansas, Forrest City, Ark- 
ansas. Ezra Taft Benson Secretary of 
Agriculture, has accepted an invitation 
to address the meeting. 

General sessions. As the keynote 
speaker for the convention, President 
Brenton will deliver the opening ad- 
dress at the first general session, Tues- 
day morning, at Constitution Hall. He 
will report on the past year’s activities 
and present his views on the situation 
that lies ahead. 

Mr. Brenton will be followed on the 
morning program by Secretary of the 
Treasury George M. Humphrey, dis- 
cussing the problems confronting the 
national treasury and giving his views 

See A.B. A. CONVENTION—Page 84 
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This A.B.A. leader runs an aggressive bank. 
has a progressive economic philosophy 


EVERETT ). REESE 
‘orward-Looking Banker 


By 
HENRY J. BOONE 
Editor, Burroughs Clearing House 


VERETT D. REESE, vice-presi- 

dent of The American Bankers 

Association and in line of succes- 
sion for election to the presidency at 
the coming convention in Washington, 
gives first thought today to the effects 
of the Korean Truce on business and 
banking. The end of the Korean War, 
he believes, ought to mark the begin- 
ning of a whole new vision of what 
the American standard of living can 
be. 

Doubt is being expressed in some 
quarters, he notes, that good business 
will continue with the end of wartime 
conditions. This suspicion must be 
proved wrong, he says, and business 
and banking leaders must see that 
high production and broad distribu- 
tion continue in spite of all handicaps. 
He puts it this way: “The feeling that 
we will soon be producing beyond our 
ability to sell and finance and that 
any curtailment of war preparations 
will bring a severe drop in business, 
is a challenge to our entire economic 
system.” 

What Mr. Reese believes is that the 
new vision of a high standard of liv- 
ing should create more jobs: by solv- 
ing our road problems; by diverting 
manpower into fields of research; by 
providing better medical and dental 
care; and by supplying more and bet- 
ter education for more people, old as 
well as young. “Our system has been 
more successful than any other yet 
tried,” he says, “and we have the 
resources to accomplish still more.” 

In recent months, in traveling to 
many parts of the country to address 
state bankers’ association conventions, 
Mr. Reese developed a seven point 
program that he urged all bankers to 
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The home scene shows Mr. Reese with his wife, and “Duke”. With him in the bank view, seated from left: Vice-Presi- 
dent and Cashier C. J. Ankele, and Vice-Presidents J. W. Alford and H. L. Cromer. Standing, from left, are Assistant 
Cashier R. S. Long and W. H. Hayner, manager, consumer credit department 


Home and office views of the prospective president of the American Bankers Association 





Loan department, where bank’s earning power is concentrated 


adopt. The points are timely ones and 
especially applicable to the period 
ahead. They are: 

1. Be completely sold on the entire 
free enterprise system and understand 
Why. 

2. Be the spokesmen of the system 
to the general public. 

3. Soundly and. constructively 
finance business and individuals, both 
large and small, to improve production 
and broaden distribution. 

4. Help in the restraint of credit if 
that is necessary to prevent unsound 
expansion of either production or con- 
sumption. 

5. Teach the value of thrift and re- 
Serves, 

6. Rejuvenate U. S. Savings Bond 
Selling efforts so as to increase the 
amount of government debt out of 
the inflationary channels. 

7. Back up those in government who 
are trying to reduce expenses, cut 
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taxes, eliminate bureaucracy and fos- 
ter a democratic form of government. 

Throughout the period of his work 
in A. B. A. affairs, Mr. Reese has 
become known as a man of “vision” 
himself, as'a team-worker, as a-mod- 
est but nevertheless genuinely sin- 
cere leader. To those who know him 
well and are familiar with his achieve- 
ments as president of his own bank, 
The Park National Bank of Newark, 
Ohio, he is considered a forward-look- 
ing, capable banker. It is noteworthy 
that he does in his own bank the things 
that he talks about in his association 
work. 

It was, in fact, his experience in 
the field of small business credit that 
brought him into A. B. A. activity in 
a big way. He had served as president 
of the Ohio Bankers Association in 
1942-43, as a member of the National 
Voluntary Credit Restraint Committee 
and as a member of the Small Business 


Advisory Committee to the Secretary 
of Commerce. In the A. B. A., he had 
served on the Executive Council for 
a three-year term, 1943-46, and on the 
Federal Legislative Council during the 
same period. He was a member of 
the Small Business Credit Commis- 
sion, however, from the time of its 
inception in 1944 and served as its 
chairman from 1948 to 1952. He was 
also a member of the Credit Policy 
Commission from 1949 to 1952, when 
he was elected to the association’s vice 
presidency. 

For good measure, he has served on 
the faculty of The Graduate School 
of Banking since 1949, where he con- 
ducts classes on bank credit, and as 
a lecturer at the Central State Con- 
ference School of Banking at the Uni- 
versity of Wisconsin, where he talks 
on public relations for the small bank. 

All of this fits in with Mr. Reese’s 
schooling and particularly with his 
successful management of The Park 
National Bank. He was born in Co- 
lumbus, Ohio, served in the First 
World War, and was graduated from 
Ohio State University in 1919. Fol- 
lowing that he was an instructor at 
that university’s School of Commerce 
for one year, was an instructor at 
Georgia School of Technology at At- 
lanta for one year, and a part-time 
instructor at Denison University, 
which is located near Newark, for 
one year. 

Meanwhile, he had joined the staff 
of the Park National, in 1921, as as- 
sistant cashier. In 1926, he was made 
president and a director of the bank. 

See EVERETT D. REESE—Page 90 
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Financial officers of nationally known companies 
provide some revealing answers to questions 
about their dealings with banks 


How CORPORATE TREASURERS 
View Bank Relationships 


OW do leading corporations select 
depository banks and determine 
the balances to be maintained? 

What are their views on_ service 
charges? How do they feel about cur- 
rent interest rates, bank lending 
policies? Do they find personal calls 
by bank officers helpful; can they be 
improved? What special services are 
being provided by some of the banks, 
and do the corporations have any sug- 
gestions for augmenting them? 

To get direct answers to these 
specific questions the writer has made 
an informal editorial survey among a 
selected number of treasurers and 
other financial officers of some na- 


By 
HARRY V. ODLE 


Associate Editor 
Burroughs Clearing House 


tionally known companies. In some 
instances the information was ob- 
tained through interviews, and in 
others through the use of a written 
questionnaire. Many of the treasurers 
asked to have their views cited anony- 
mously, so that they could discuss 
them more frankly and in greater 
detail. 

The queries and selected replies are 
being presented in this two-install- 


ment report, in the belief that they 
will aid banks in their constant effort 
to tailor policies and services most 
effectively to the specialized needs of 
business. 

1. What basis do you use in selecting 
the banks in which to maintain cor- 
porate accounts ? 

The survey disclosed considerable 
use of statistical rating formulas, as 
an aid in selecting banking connections 
or making periodic analyses of present 
depositories. Opinion varied on the 
validity or desirability of such for- 
mulas, however. 

Says the treasurer of one of the 
nation’s largest insurance companies: 
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These and other corporate financial executives explain the various factors iipsider 


L. E. BRIGGS 
Treasurer, Ford Motor Company 


JOSEPH H. DETWEILER 


Secretary and Treasurer, Argus 
Cameras, Inc. 


JOHN B. NOONE 


Secretary and Assistant Treasurer, 


Standard Brands Incorporated 
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I Loans and discounts; 
a) Amount classified as slow 
b) Amount classified as doubtful 
c) Amount charged off since last examination 
d) Recovery since last examination of amounts previously 
charged off 


0003 Ano StouRITIES aT . : e Il Bonds and securities - classes and values: 


Appreciation 
or 


Book Value - Market Value Depreciation 





U. S. Government 

U. S. Government guaranteed 

State, County and Municipal 
issues 

Federal Land Bank and Inter- 
mediate Credit Bank issues 

Joint Stock Land Banks 

Railroad Equipments 

Railroad - Other 

Public Utilities 

Industrials 

Foreign 

Miscellaneous 

Defaulted issues 


Total Bonds 


Income producing stocks 
SURPLUS AUD UNDIVIDED PROFITS Non-income producing stocks 


oanto Grand Total 


Tal Funes 


Bonds and securities - maturity breakdown: 


One to Six to Eleven to Sixteen Yrs. 


U, S. Government issues Five Yrs. Ten Yrs. Fifteen Yrs. and over 
U, S. Government guaranteed 


State, County and Municipal 
Federal Land Bank and Inter- 
mediate Credit Bank 

Joint Stock Land Banks 











(continued on next page) 





Gathering data on forms such as these, many treasurers use special formulas for rating banks 


“The selection of our depository banks — sufficiency, liquidity, history, size, and capacity of the management. In 

has been influenced primarily by earnings, quality of assets, location selecting Home Office and Head Office 

strength of the bank determined by a_ with respect to vulnerable areas, and depositories we are also influenced by 
nies: formula which contemplates capital opinions we receive on the character See CORPORATION VIEWPOINT—Page 92 


ors timsider in selecting banks, and in determining the account balances to be maintained 


JOHN J. SCANLON G. L. HARDING STUART F. SILLOWAY 
easurer,§ Treasurer, American Telephone Secretary and Treasurer, The Pacific Vice-President for Finance, The Mutual 
rated & Telegraph Co. Telephone and Telegraph Company Life Insurance Company of New York 
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Typical systems recommendations made 
by a city bank, following surveys 
of its smaller correspondents 


Mavs to Streamline 
COUNTRY BANK OPERATIONS 


S COUNTRY banks increase in 
size and volume activity contin- 

ues to mount, the management 
officers of these institutions to an in- 
creasing extent are finding that cer- 
tain jobs are bogging down and 
requiring too many hours to handle. 
Based on our experience during the 
past six years it is our belief that the 
city banks, with operating specialists, 
can help to overcome specific oper- 
ating problems of this kind that may 
arise in the smaller banks. Further, 
that they can render an even more 
_ valuable service, in a broader overall 
program of assisting their “country 
cousins” to streamline present systems, 
eliminate duplications, develop new 
and shorter methods of handling the 
work with greater accuracy, and pro- 
vide additional safeguards in exist- 


By 
HARRY G. FOX 


Assistant Cashier, 
The Manufacturers National Bank 
of Detroit, Detroit 31, Michigan 


ing operating procedures. 

Since 1947 we have been extending 
a broad service of this kind to corre- 
spondents, by means of an Operations 
Survey Program. Since the inception 
of the program we have surveyed many 
banks all over the State of Michigan 
in whole or in part, with many of our 
“customers” being comparatively small 
country banks. As proof of the popu- 
larity of the survey reports, we con- 
tinue to have a good sized waiting list 
despite our best efforts to keep pace. 

We have been asked to cite some of 


Film narrates each step of an advocated bookkeeping plan 


Mr. Fox showing film to entire staff of Trenton (Michigan) State Bank 


the major areas in which we have 
found room for improvement in 
country bank operations, and also to 
indicate some of our most frequent 
or typical systems recommendations, 
With no thought of posing as experts, 
we are glad to comply with this request 
in keeping with our policy of being 
of constructive assistance wherever 
possible. 

When we make a full survey of a 
correspondent bank, our first step is 
to send out in advance a special form 
with space for listing volume and ac- 
tivity information that will have a 
bearing on some of our recommenda- 
tions. We also enclose a list requesting 
samples of the various forms used in 
each operation as an aid in understand- 
ing the systems used, as forms usually 
tell part of the story. This advance 
arrangement speeds up the survey re- 
port as it obviates the need for com- 
piling activity data and picking up 
forms while visiting the bank. 

Generally, the bank survey is made 
by the writer assisted by Kenneth 
Aird, although in the case of larger 
banks we may use several specialists 
from our various departments. At the 
outset, we depended upon memory to 
review the bank’s methods, but gradu- 
ally we have developed a comprehen- 
sive questionnaire form totaling about 
115 pages and containing more than 
1,200 basic queries on all phases of 
operations. The questions are framed 
so that they can usually be answered 
merely by “yes” or “‘no” responses, or 
by check marks. While the procedure 
varies somewhat with each _ bank 
visited, ordinarily we question the key 
personnel working directly on the jobs, 
as well as members of management. As 
a rule, it takes one or two days to 
survey a country bank. 

From the information obtained, we 
prepare a typewritten report covering 
our recommendations. A supplemen- 
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The Southern Michigan 
National Bank of Coldwater 


Coldwater, Michigan 
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Each surveyed bank receives typewritten report, forms binder 


tary binder contains specimen forms, 
from our bank and others, that can be 
used to advantage with the systems 
advocated. In addition to suggesting 
changes in procedures, it is our policy 
to confirm many of the existing prac- 
tices and to state our reasons for doing 
so. This is done, wherever a change is 
not necessary, so that the surveyed 
bank will not alter a good system 
needlessly. 


main trouble spots 
bookkeeping—and the bulk of our 
efforts are concentrated on these oper- 
ations. However, our full surveys no 
longer stop there, but extend to vir- 
tually all jobs in a bank. For example, 
a typical report might contain approxi- 
mately 70 single-spaced typewritten 
pages and the accompanying binder of 
“exhibits” might include 45 different 


We have found that there are three 
tellers, proof, and 





specimen forms. We also make partial 
surveys, with written reports limited 
to certain specified operations; ‘“‘on- 
the-job” surveys in which only verbal 
recommendations are proffered; and 
systems installations. 

Naturally, the typical recommenda- 
tions cited here will not apply perfectly 
to all banks, and should not be adopted 
without due consideration of all the 
factors involved. In our program we 
strive to adjust our thinking to the 
particular situation found in each sur- 
veyed bank, with respect to space, 
equipment, forms, volume and person- 
nel. We study the layout to determine 
whether adequate space is provided 
for each person, and if maximum use 
is made of the space available. In con- 
junction with equipment, our general 
recommendation is that banks should 
machine-post as many records as pos- 
sible, keeping potential flexibility in 
mind in their purchases. When more 
than one form is required in an oper- 
ation, we advocate adoption of a set of 
forms that can be prepared simultane- 
ously. And even small banks, we con- 
tend, should maintain item-volume 
figures to determine personnel and 
equipment requirements. 

Following these general observa- 
tions, let us examine some of the 
more specific country bank operating 
problems, and some typical recom- 
mendations. 


Tellers’ Operations 


At many country banks, each teller 
handles all types of transactions 
although expanded activity would 


Manufacturers has been extending its operations survey service to correspondents since 1947 


An early announcement of the survey program 
to one of the bank’s correspondents 





THE MANUFACTURERS NATIONAL BANK 


or 
Detroit 


GEORGE R. TAIT 
SENIOR VICE PRESIDENT 


August 23, 1948 


Mr. Earl W. DeLano, President 
Allegan State Bank 
Allegan, Michigan 


Dear Earl: 


Without any thought of posing as experts 
but in keeping with our policy of being as constructive 
as possible in serving our banking friends in Michigan, 
we have for some time past been making available to 
them an operations sur r This would involve one or 
two of our Operating Division men visiting your bank to 
review your proof and bookkeeping methods, collections, 
loan records, safe deposit procedure, etc., with the 
thought of working with you toward increased efficiency 
and reduction in c 






Upon the completion of such @ survey, & 
may be made as you see fit. There is no charge for 
this service, and if you would like to know more about 
our operations survey, which some of our correspondents 
have found to be r worthwhile, we should be only too 
glad to hear from you. 








With kindest personal regards, I am. 

















Operations survey form used by Manufacturers totals 115 pages, asks 
some 1,200 questions 








BANK SURVEY CONFIDENTIAL QUESTIONAIRE 
THE MANUFACTURERS NATIONAL BANK OF DETROIT 


TELLERS' OPERATIONS 





1. How many tellers? C cial 


Note Teller 





Savings 


Comml. & Savings 


2. Specialization 





Collections 
Comml., Savings 
and Note Teller 














written report is prepared so that the suggested changes 





If the tellers are not specialized (Comml., Savings, and Note Teller as 
separate operations) would you favor such an arrangement? Yes ( ) 
No( ) 





If specialized, are the comm. tellers both paying and receiving? 

Yes ( ) No ({ ) 

Where are Money Orders issued? ill tellers ( } 
Collection Teller ({ } Savings Teller (s) 

Is the full complement of tellers used all week? Yes ( ) No ( ) 

If not, what is the arrang t 


Money Order Window ( ) 





Are relief tellers used? Yes ( ) No ( ) 


. If so, are they regular employees or hired on a part time basis? 


What other work is handled by each teller aside from regular teller 
duties? List below: 


3. Re-Modeling and Layout 
a 


b. 


c. 


d. 
e. 


% 


g- 
h. 







Has the grille-work above the cages been removed? Yes ( ) No ( ) 
If not, has this been considered? Yes ( ) No ( ) 





Do the tellers' windows have a wicket or are they open wind ? 
In what order are the cages lined up in relation to the front door of 
the bank? 





How many lobby counters are there? 





Is there a sufficient number of them? Yes ( ) No ( ) 
Where are they located? Along the wall ( ) 

Center of lobby ( ) 5 
Do the counters have glass tops? Yes ( ) No ( ) 
Where are the forms contained? Individual wells under 
the counter top 


() 





In a rack on top of 
the counter {) 


4. Sole Custody of Cash 


Is each teller charged with-separate cash? Yes ( ) No ( ) 
If not, what is the arrangement? (How many persons use one cash 






From left: Mr. Fox; Leo J. Killewald, vice-president and cashier, and Gerald 
Bersma, assistant cashier, Mount Clemens (Michigan) Savings Bank; and 
Kenneth Aird, Manufacturers National 


Obtaining data on bank’s systems as basis for compiling report 


warrant segregation of the commer- 
cial, savings and note teller functions. 
There are many advantages to the seg- 
gregation arrangement: the more com- 
plicated transactions are handled by 
the senior tellers, tellers’ differences 
are minimized, junior tellers can be 
trained more quickly, and customers 
are given faster service. In very small 
banks, commerical and savings activity 
can be combined and the note teller 
function handled separately. 


OR years it has been the practice in 

many banks for more than one tell- 
er to have access to the same cash. 
Heightened window activity, coupled 
with personnel turnover, have con- 
tributed to an increased incidence of 
errors under this arrangement. Thus 
an increasing number of country banks 
have found it desirable to set up a sys- 
tem of sole custody of cash for each 
teller, to define responsibility and re- 
duce the amount of work to be checked 
when out-of-balance. 

The time-consuming practice of 
having tellers make out deposit slips 
for customers is still prevalent, and 
some country bankers contend that 
little can be done to change this situa- 
tion. While recognizing that exceptions 
must be made, we emphasize that the 


Among recommended forms 


Multiple copy form for single payment loans 


solution is largely one of customer edu- 
cation, through lobby signs, specimen 
examples on the lobby counters, and 
teller explanations at the windows. Not 
only will this speed up service, we add, 
but greater accuracy will be assured in 
the deposit slip captions, and the plan 
has audit value. 

Comparatively few of the country 
banks provide a special deposit form to 
facilitate mail deposits, or otherwise 
encourage acceptance of this banking 
service. We recommend that they do 
so, since banking-by-mail reduces 
lobby congestion, takes some pressure 
off the tellers and spreads the work, 
and is a convenience to customers. 
Use of a form that combines the en- 


velope, receipt and deposit all in ne 
is advocated and we recommend t iat 
the bank pay the postage on mail {e. 
posits. We further state that it is 
desirable, when mailing a receipt by 
return mail, to enclose another rail 
deposit form. 


N preparing instruments of issue 
such as money orders, cashicr’s 
checks, drafts, etc., the practice is stil] 
prevalent of making out a handwritten 
description in a register book. We 
advocate that all checks of this kind 
be handled on a carbon copy basis, 
thus combining two operations in one 
and eliminating transcription errors. 
Illustrated is a sample of a teller’s 
envelope blotter which an increasing 
number of banks are adopting. This 
form is used whether the bank is 
operating a teller’s proof or a central 
proof operation. It is made of an 
inexpensive grade of paper and is a 
small form not requiring much detail, 
only the totals. The blotter is used in 
conjunction with each teller balancing 
independently of the others. The only 
requirement is that all of the general 
ledger accounts be adjusted by debit 
and credit entry tickets. Each teller 
after balancing would also prepare a 
debit or credit ticket to adjust his 
cash fluctuation. The system used with 
this teller’s envelope blotter eliminates 
the need for a Day Book or General 
See STREAMLINING OPERATIONS—Page 100 


Teller’s envelope blotter eliminates need for Day Book or General Journal 
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These four A.I.B. short-course textbooks round out job orientation program 


TO REDUCE STAFF TURNG 





Has the Institute’s educational program 
done the job? Every sign points to *“*yes”° 


OW, for the first time, the bank- 
ing business has a _ complete 
nationwide program for orient- 

ing and training its new employees. 
The educational plan which bankers 
have been advocating ever since World 
War II put the pinch on their labor 
market and skyrocketed staff turnover 
will become a reality in September 
when the American Institute of Bank- 
ing rounds out its short course series 
with the introduction of a course for 
hew or prospective tellers. 

The course and its textbook, “The 
Bank Teller,” is the fourth unit in 
the A.I.B.’s three-year-old program to 
bring orientation and job training 
within the reach of even the smallest 
and most remote bank. Combined with 
the previously published “You and 
Banking,” “The Bank Bookkeeper,” 
anc “Proof and Transit,’ the new 
course will make available to every 
bai< an introductory program that 
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By 
DWIGHT J. TOWNSEND 


Assistant Director, News Bureau, 
The American Bankers Association, 


New York 16, New York 


will apply to the vast majority of new 
employees. It will put the finishing 
touches—at least for the present—on 
an employee training concept that has 
been developing, step by step, since 
1950. 

“You and Banking,” the first of the 
series to appear, forms the keystone 
of the entire program. It is a volume 
to help new bank people understand 
the banking business in general— 
what a bank is, what it does, how it 
operates. “The Bank Bookkeeper,” 
“Proof and Transit,” and now “The 
Bank Teller” each take up only one 
department within a bank, explain it, 
and discuss its place in the operation 





of the business. Thus, the young per- 
son taking a bank job gets his infor- 
mation in logical sequence. First he 
gets a “bird’s eye view” of the whole 
business and then he studies the de- 
partment in which he is working or 
is about to work. For each new em- 
ployee the introductory program con- 
sists of two courses, “You and Bank- 
ing’ plus the departmental course that 
applies in his case. 

While the short course program has 
a value simply from an educational 
standpoint—everybody wants his em- 
ployees better informed—it has a 
much more active use than that. It 
was planned, developed, and executed 
as a tool to combat staff turnover. 

The idea first took form three years 
ago when bank executives were laying 
awake nights worrying about the tre- 
mendous turnover on their staffs— 
turnover that was skirting 50 per cent 

See TO REDUCE TURNOVER—Page 104 
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Modern methods and direct wire communication 


bring a primary market right to your doorstep! 


Regardless of your location, our Bond Department provides you facilities 
for immediate trading. We carry a substantial position in treasury bills, 


notes, and short term Governments, and maintain primary markets. 


Mercantile Trust Company is recognized as one of America’s major 
dealers in State and Municipal bonds. The long and practical 
experience of our Bond Officers is available to you at all times. 


Our portfolio analysis is widely utilized by our Correspondents. 


To keep abreast of the market our Correspondents receive our listings 
of primary issues each Monday morning. If you are not on this mailing 


list you should be. Write or call our Bond Department for immediate service. 


split-second service... 
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Maine to ° 


California 


of course we offer these day-by-day services 


SPEEDY CLEARING AND COLLECTION + SAFEKEEPING 
VALID CREDIT INFORMATION + TRAVELERS CHECKS 
COMPLETE FOREIGN BANKING SERVICE 
* INVESTMENT RESEARCH AND COUNSEL 
COMPLETE CORPORATE AND PERSONAL TRUST SERVICE 


the best address in St. Louis 
DRAWER 360, MAIN POST OFFICE, ST. LOUIS 8, MO. 






TRUST COMPANY 


! be r MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


721 LOCUST STREET ¢ ST. LOUIS 1, MO. 
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When it comes to angling. the old director 


seldom lets the big ones get away 


MR. CLUTCHDILL Friars 
a Speckled Trout 





™, # : by 


Euclid Wolfe, after a careful look about, set his Royal Coachman to dancing on the water 


14 OOK a’there!” hissed President 
Perkins staring fixedly across 
the street at the railway plat- 

form. 

Director Clutchbill and Director 
Spearhawk, who formed a group on 
the Ferndale National’s steps after 
the weekly directors’ meeting, followed 
Mr. Perkins’ line of vision. 

“It’s Euclid Wolfe,” breathed Presi- 
dent Perkins itchingly. “Can’t some 
of us work on him? If we could only 
get his ancient 20-share block of stock 
of the bank, our group would have 
control by one share.” 

“You can’t get it,” grated Mr. 
Spearhawk twisting his thin face 
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By FRED COPELAND 


away. “He don’t need any money. He’s 
got rich down there in the city. He’s 
come up to go fishing on the Cider 
Mill Brook, like he always does in 
summer.” 

At this intelligence Director Clutch- 
bill stared keenly at Mr. Spearhawk 
a moment but said nothing. 

“We’ve banged him by mail several 
times in the past,” growled President 
Perkins. “Now he’s right here. I tell 
you if some one else gets those 20 
shares, our pants might leave the 
directors’ chairs forever.” 


“Hm-m, yea, I’d hate to get dumped 
out of the bank at my age,” said Mr. 
Clutchbill feeling curiously of his grey 
goatee while an amused grin flickered 
a moment on his bony face. “If he’s 
come fishing, I might do a little sly 
angling from the bushes for those 20 
shares.” 

In the center of a circle of expensive 
cowhide grips on the railway platform 
stood a plump, determined-looking and 
pompous man glorying in the name 
of Euclid Wolfe and also in a brightly 
spotted Donegal suit with a cap to 
match. The train having pulled out, 
he had now got his eye on the village 

See MR. CLUTCHBILL—Page 105 
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sound, working 


collateral 








® The first Farmall all-purpose tractor 
put farming on an amazingly efficient 
basis. Today’s farmer certainly finds the 
Farmall an essential help. He’s called on 
to produce more and more food and fiber 
to feed and clothe more and more people. 
He’s asked to accomplish this in the face 
of farm income which is down 6%*. In 
order to buy the equipment he needs— 
such as the Farmall—the farmer needs 
financial help. 


The IH Income Purchase Plan of Sell- 
ing is sound and practical. Now em- 
ployed by most IH farm equipment deal- 
ers, it forms the basis for a sound, prac- 
tical plan for the repayment of farm 
equipment loans. It can mean profitable 
business for your bank. Your local IH 
dealer can give you complete informa- 
tion about the plan. Why not see him 
' today? 


*1952 farm income as 
against 1951. 
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WASHINGTON VIEWPOINT 








Small Business 

Though skeptics proclaim their dis- 
belief, the new Small Business Admin- 
istration is out to prove that a Govern- 
ment agency can relieve the money 
troubles of many worthy small business 
ventures without resorting to an out- 
pouring of Treasury funds. 

William D. Mitchell, the adminis- 
trator of the new agency, holds to the 
thesis that a small operating business 
which deserves to develop will be able 











WILLIAM D. MITCHELL 


New small business head 


to raise the necessary funds in the 
private capital market, with a mini- 
mum of assistance by Government 
credit. He is in agreement with the 
bankers’ expressed view that in the 
past the tendency has been to rush too 
quickly for the Treasury checkbook. 

The new concept of Federal aid to 
small business rests on two principal 
bases. One is that smaller concerns 
do labor under a disadvantage in bid- 
ding for capital and working credit, 
but the condition is due to inadequacy 
of managerial know-how rather than 
to a dearth of available funds. The 
other is that existing mechanisms for 
providing capital or term credit to 
smaller firms need to be overhauled, 
to eliminate the current complaints. 

In addition, there is the function of 
helping to steer Government procure- 
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By JOHN DONOGHUE 


Washington Correspondent 


ment contracts into small business 
channels. This job was inherited from 
the predecessor Small Defense Plants 
Administration. The new S.B.A. is 
actively pressing forward in this en- 
deavor while nurturing its longer- 


range plans. Actually, dabbling in 
Government contracts is a relatively 
unimportant adjunct to what Mr. 
Mitchell’s team has undertaken to do 
—with the full blessing of President 
Eisenhower. 














oe American Security 


& TRUST COMPANY 


Welcomes 
American Bankers 


. . . We hope that you enjoy your 
visit to Washington and that you 
will stop by to say hello during the 
Convention. 
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West Coast coverage 
with ove bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 
Coast states. 

This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


He PORTLAND 


TRI- 
STATE 
SERVICE 





* SAN 
FRANCISCO 


THE BANK OFCALIFORNIA 
NATIONAL ASSOCIATION 
Incorporated in 1864 
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The cue is taken from the State of 
Maine. Mr. Mitchell has _ lavishly 
praised the successful launching of a 
capital credit pool in that State. He 
regards it as the model for other 
States to follow, setting up State-wide 
“Development Credit Corporations” 
whose stock is to be subscribed by a 
diversified group of investment insti- 
tutions and civic-minded individuals. 

The Development Credit Corpora- 
tion is not limited to Maine alone; 
other New England States have 
launched them and reports of progress 
are favorable. Moreover, there seems 
to be no question of their legality. It 
is recalled that in the early post-war 











months the American Bankers Asso- 
ciation suggested the formation of 
credit pools to aid small business, but 
ran into discouragement when legal 
opinion viewed such joint efforts by 
banks to be jeopardized by the anti- 
trust laws. The new plan, based on 
diversified participation, apparently 
avoids the anti-trust hazard. 

Mr. Mitchell reports that he has 
received heartening responses from 
State Governors and civic organiza- 
tions as a result of speeches and con- 
ferences. This is verified by the fact 
that he was accompanied and sup- 
ported in a speechmaking tour of the 
West by two key legislators, chairmen 








60% INCREASE IN CORRESPONDENT BALANCES LAST YEAR! 


By far the largest gain of any big city bank in our area (and possibly the 


largest in the nation). The reason? We save hours—and sometimes days—in 


collecting cash and collection items for our correspondents. Many banks 


have proved this to their satisfaction and profit. In the interest of your bank 


and its customers, we invite a comparison of our service with any other. 


UNION BANK & TRUST CO. of Yes Angeles 
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of the Congressional committees which 
developed the legislation creating the 
S.B.A. They are Rep. Jesse P. Wolcott, 
chairman of the House Banking Com- 
mittee, and Rep. William S. Hill, chair- 
man of the House Small Business 
Committee. Their presence assured 
the listeners that Mr. Mitchell’s was 
not the voice of one crying in the 
wilderness. 

The day before Mr. Mitchell made 
public his general plan for mobilizing 
private capital for small business 
financing, he assembled his top legal 
and financial advisors for an all-day 
conference with representatives of the 
American Bankers Association. The 
spokesman for the banking group was 
William F. Kelly, executive vice-presi- 
dent of the Pennsylvania Company 
for Banking and Trusts, and chairman 
of the A.B.A. Commission on Small 
Business Credit. 

Mr. Kelly, earlier this year, had 
testified before the senate and House 
Banking Committees in opposition to 
a small business agency with a pot of 
gold. He was obviously the man to be 
convinced that the S.B.A. $54 million 
pot of gold would be held on the shelf, 
and sparingly used. The conference 


| was successful, for Mr. Mitchell was 


able to announce that the A.B.A. rep- 
resentatives and Mr. Kelly in par- 
ticular were “impressed” by the pro- 
gram developed by the S.B.A. 

At the Capitol, however, there is an 
undercurrent of misgivings, including 
suggestions that Mr. Mitchell is 
“naive” in thinking that he can flush 
up a quantity of private credit for 
small business without generously 
icing the cake with public funds. 


e * e 


Farm Credit 

Although the top echelons of the 
Farm Credit Administration have 
been thoroughly shaken up and reor- 
ganized, there probably won’t be much 
effect on the relations between local 
banks and local farmer cooperatives. 
The shake-up doesn’t reach down that 
far. 

The purpose of the reorganization, 
as stated by the sponsors of the legis- 
lation, was to give the farmers them- 
selves a voice in the affairs of the top 
management of their cooperative sys- 
tem. Supporting this point of view 
was the American Bankers Associa- 
tion. 

Farmers distinctly lacked any say- 
so in the management of the F.C.A. 
prior to the shake-up. There were four 
separate units in F.C.A., each headed 
by a Commissioner. There was one 
apiece for the Federal Land Banks, 
for the Banks for Cooperatives, for 
Production Credit Associations, and 
for the Intermediate Credit Banks. 
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Which specialists do you need? 
—we’ve got all kinds! 


We believe that the greatest “school” for industrial 
specialists for almost fifty years has been our own Com- 
mercial Department at The First National Bank of 
Chicago. It will pay you to know why. 


It all began back in the early 1900’s with a simple, 
but new, organizational idea. Instead of assigning groups 
of lending officers in the Commercial Department to 
geographical territories, they were assigned to small 
groups of related industries. 


In the years since, officers in each one of those Di- 
visions have handled financing for their group of indus- 
tries alone. So, because each Division specializes, its 
officers get to know their industries intimately. 


Here’s how that set-up works for you. You are working 
with a customer, or prospective customer. You discover 
that to help him to the fullest extent and to protect 
your own interests you need to know more about the 
business he is in than can be found out locally. 


As a correspondent of ours you are entitled to the 
services of any of our Division specialists — without 
limit. There are ten of these Divisions, and they cover 
all industry. 


If you would like to talk over the many advantages 
of being a correspondent of The First National Bank 
of Chicago, just write, wire, or phone. A man from The 
First will call on you. 


Epwarp E. Brown, Chairman of the Board 


James B. Forean, Vice-Chairman 


Harowtp V. AmBercG, Vice-President 
Gaytorp A. FREEMAN, Jr., Vice-President 


Homer J. Livineston, President 


Water M. Heymann, Vice-President 


Hueco A. AnpbErson, Vice-President 
HERBERT P. Snyper, Vice-President 


& The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Each Commissioner was appointed by 
the President and confirmed by the 
Senate. In addition, there was pro- 
vision for a Governor of F.C.A., also 
presidentially nominated and Senate 
confirmed. 

It was never clear where the Com- 
missioners’ power and the Governor’s 
authority bordered, and many a fron- 
tier battle took place. The new law 
corrects this by abolishing the jobs 
of the Commissioners, and installing 
in their place a Federal Farm Credit 


Board of twelve members, one chosen 
by the President from each of the 
twelve Farm Credit Districts. A 
thirteenth member is named by the 
Secretary of Agriculture. It is made 
clear that the Governor, as senior full- 
time management official, is employed 
by the Board and is its servant. 


e e Sd 


Savings-Loan Branching 
The installation of Walter W. Mc- 
Allister of San Antonio, Tex., as chair- 
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FOR HIGH - SPEED COLLECTIONS 
IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 


FOUNDED 1895 


MAIN OFFICE: PONCE, PUERTO RICO 


Member Federal Deposit Insurance Corporation. 





man of the Home Loan Bank Board, 
apparently pins down the Board’s 
policy on granting branches to Federa] 
savings and loan associations in States 
where banks cannot have them. The 
Board’s policy will continue un. 
changed. 

During the chairmanship of \Vil- 





Housing Administrator Albert M. Cole, left, 
installs new Chairman McAllister 


The policy will not change 


liam K. Divers, it was repeatedly held 
that the Board would feel no restraint 
from granting a branch in a State 
where the ban on branch banks is any- 
thing less than a clear-cut statute or 
constitutional clause. Mr. Divers is 
now the minority member of the 3- 
man Board. 

Prior to his Senate confirmation, 
Mr. McAllister clearly stated that his 
views on branching are exactly the 
same as Mr. Divers’. So it seems to 
make little difference, on this question, 
who it is that the President may have 
in mind for the third seat on the 
Board. 

When Mr. McAllister took over the 
chairmanship, the Board had before it 
12 branch applications plus eight re- 
quests for permission to organize new 
Federal associations. 


© e e 


Bank Holding Companies 
By present indications, progress 
toward enactment of a bank holding 
company regulatory law is stalled until 
January 1954 at the earliest. Still, it 
seems a fair judgment that the pros- 
pects for reaching a legislative solu- 
tion are brighter than ever before. 
The Senate Banking Committee 
began hearings in mid-July with the 
intention of compiling a fresh record. 
Organizations and individuals favor- 
ing bank holding company legislation 
were fully heard. There was a hiatus, 
during which the opponents prepared 
their testimony. Their principal wit- 
ness was heard at some length—J. 
Cameron Thomson, president of the 
Northwest Bancorporation. Owing 0 
the pressure of Senate work just be 
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“The Bankers Standard”* is ready ... 


Place your order today! 


The September 1953 Edition 
of Polk’s Bank Directory is 
rolling off the press. Send 
us your order now. 


Single issue $27.50 
Subscription $20.00 a copy 
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Get complete information in ONE GLANCE. Look 
at the above samples. You'll see instantly why Polk's 
is the most widely used Bank Directory in the world. 
The new page style is designed for efficiency. All 
bank data is arranged between horizontal lines for 
quick and easy reading. Words have replaced con- 
fusing symbols. Detailed bank information is re- 
ported under one heading. You don't have to look 
elsewhere to complete the picture. Polk's Bank 
Directory is reference at its best—complete, accu- 
rate and efficient. Users claim there is no compari- 
son. Order your copy today. 


Good advertising to be effective, must be selec- 
tive. Polk's specialty is penetrating to the very 
source of the out-of-town banking market. Attract 
more Collection, Depository and Trust business from 
all over the world. Advertise your Bank in Polk's 
Bank Directory. Your ad is on the job with "The 
man on the job." Reach the financial man every 
time he seeks information to make a decision. Polk's 
advertisers get results. Put this specialized world- 
wide circulation to work for your Bank for only a 
few cents a day. 


*Users eall it... “the Bankers Standard” 


R. L. POLK & CO. * 
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General Offices: 44 King St. West, Toronto 
New York Office: 37 Wall St. 

London Office: 108 Old Broad St. 

In Jamaica: Kingston and 16 other branches. 
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and here is the international bank 
to help you 
and your customers 


\HE fastest growing nation in the 
| world offers rich rewards to those 
whoseek them. Whether your clients are 
interested in mining, oil, gas, manu- 
facture or trade, The Bank of Nova 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 
the West Indies, and with correspon- 
dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 
tion and expert guidance on your 


banking and financial problems. 


| The BAN Ket | @ A Partner in Canada’s 
NOVA SCOTIA, Growth 
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In Cuba: Havana and 6 other branches. 
In Puerto Rico: San Juan, Fajardo and Santurce. 
In Dominican Republic: Ciudad Trujillo. 

And correspondents all over the world. 
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fore the adjournment of Congress. it 
became necessary to postpone to Janu- 
ary the presentations of other wit. 
nesses desiring to be heard. 

Meanwhile, a most significant event 
took place. A Federal Circuit Court of 
Appeals struck down the Federal !te- 
serve Board’s command that Trans- 
america Corporation divest itself of 
all bank stocks other than Bank of 
America. The court declared that the 
Reserve Board had failed to make its 
case, which sought to prove Trans- 
america Corporation in violation of 
the Clayton Anti-Trust Act as tending 
to create a monopoly. 

The Federal Reserve Board decided 
to appeal to the Supreme Court for 
vindication of its point of view. The 
Justice Department, which must argue 
the case, may decline to press it, recog- 
nizing that the high court doesn’t 
often take jurisdiction in a matter 
where there is no dissent in the Cir- 
cuit Court of Appeals. 

Although the Circuit Court decision 
was a triumph for their holding com- 
pany adversaries, the officers of the 
Independent Bankers Association 
nevertheless found in it a silver lining. 
If upheld, the verdict disposes of the 
contention by some legislators that 
the unit banks are already protected 
by legislation under the Clayton Act. 
Now, the Independents can and will 
argue that their Clayton Act protec- 
tion is too indistinct. 


° ° 4 





CAPITAL NOTES 











National Banks are going to have 
to feel their own way into the field of 
standing timber loans under the law 
signed August 15. The Comptroller of 
the Currency isn’t going to issue any 
interpretations or regulations until 
specific situations arise. 


5 


The Comptroller has restated the 
reason for his dislike of revenue bonds 
in a bank’s portfolio. Too speculative, 
he says. Only after they have been 
seasoned and have established a solid 
earnings record will they be accept- 
able in his sight. 


5 


Chairman H. Earl Cook, signing his 
first annual report as Chairman of the 
F.D.I.C. Board, finds bank assets “in 
fine shape.” He adds: “Bank depositors 
have confidence that wholesale bank 
failures are a thing of the past. In 
this atmosphere, there is no reason 
why the next 20 years of banking 
should not be as progressive as the 20 
years just gone by.” 


Burroughs Clearing House 
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THE PERSONALITY SPOTLIGHT 











A group of expatriated Texans now 
living in Hollywood, California, got 
homesick one day a couple of years ago 
and organized a club called “The Lone- 


some Stars of Texas.” Among the 
founders were Ann Sheridan, Linda 
Darnell, Dana Andrews and Tex 


3eneke, and meetings are held infor- 
mally whenever a few of the members 
get together at Hollywood's world- 
famous Brown Derby. 

As its No. 1 president—the group 
boasts at least two active presidents, 
one honorary presi- 
dent, and some 50 
vice-presidents— 
the club selected 
C. C. (Cy) Pearson, 
vice-president at 
the Hollywood Of- 
fice of California 
Bank, Los Angeles. 
The other active 
president is Del 
Sharbutt, noted an- 
nouncer, who 
shouts the glories of the Lone Star 
State over the radio at every oppor- 
tunity. 

As guests started drifting into the 
meetings, benighted creatures born in 
other parts of the world, they were 
converted into honorary Texans. This 
explains the membership of such griz- 
zled ranch hands as Jean Hersholt and 
Ezio Pinza. 

Every member of the club receives a 
card declaring that “this is your own 
personal little bit of heavenly Texas.” 
The text of the club’s statement of 
purpose is equally conservative, stating 
that the group is “Dedicated to beauti- 











vw 


This Card is your own personol little bit of Hoavenly Texos 
and certifies that the bearer is a real, home-grown member of 


LONESOME STARS OF TEXAS 


abner Se 


Wd member 
C.C. Pearlén, President No. 1 Del Sherbutt, President No. 2 
Betty Hutton, Honorary President 
“We have three presidents because us Texons 
do everything bigger than anybody.” 





(Mail address, Californie Bank, Hollyweed) 








Banker is President No. 1 


ful thoughts, words and deeds about 
the 267,339 squarest miles on earth.” 
Mr. Pearson is this year celebrating 
his 30th anniversary with California 
Bank, and has had long association 
with the movie industry. He asserts 
that he would be delighted to have a 
story about the Lonesome Stars appear 
in Burroughs Clearing House, explain- 
ing that spreading the gospel about the 
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GREAT state of Texas to the rest of 
the United States makes him “mighty 
proud.” 

a 


An important merger in Indianapolis, 
Indiana, brings together the state’s 
oldest trust company and the city’s 
oldest national bank to form the Mer- 
chants National Bank and Trust Com- 
pany of Indianapolis. 

The institutions involved are The 
Merchants National Bank of Indian- 
apolis and The Indiana Trust Com- 
pany. The combined institution, to be 
known as Merchants National Bank & 
Trust Company of Indianapolis, will 
have total assets in excess of $190,000,- 
000. 

William C. Griffith, president of In- 
diana Trust, will be chairman of the 
board. Otto N. Frenzel, president of 
Merchants National, will retain that 
title in the consolidated institution. 


° 


Lester Armour is now serving in the 
dual capacity of president and board 
chairman at the Chicago National 
Bank. He is filling the vacancy created 
by the recent death of President Robert 
D. Mathias. 


e 


Arthur M. Anderson has been named 
vice-chairman of the board at J. P. 
Morgan & Co. Inc., New York City, 
while Charles D. Dickey has been 
elected chairman of the executive com- 
mittee to succeed Mr. Anderson. 

The board has also designated H. P. 
Davison and Thomas §. Lamont as 
senior vice-presidents. 


os 


A 50-year-old St. Louis banker has 
aken over the top post at the 100-vear- 
old Old Kent Bank of Grand Rapids, 
Michigan. 

He is Frank E. Agnew, Jr., formerly 
executive vice-president of Boatmen’s 
National Bank in St. Louis, who has 
been selected as the president, chief 
executive, and a director of the Michi- 
gan institution. He succeeds Eugene 
Richards, now chairman of the execu- 
tive committee. Heber W. Curtis re- 
mains as board chairman. 

Mr. Agnew began his banking career 
with the Continental Illinois National 
Bank and Trust Company of Chicago, 
and later became assistant te the presi- 
dent of the Morris Plan Corporation of 
America. In 1933 he joined the General 
American Life Insurance Company of 
St. Louis, and in 1940 became a vice- 





FRANK E. AGNEW, Jr. 
New head, $170,000,000 bank 


president, a post he held until moving 
to Boatmen’s. 

Mr. Curtis is rounding out 41 years 
on the Old Kent staff, and Mr. Rich- 
ards has served 37 years. Both are now 
eligible for retirement. 

Old Kent Bank, with $170,000,000 in 
resources, is the oldest unit bank in 
Michigan outside of Detroit. 


° 


Wm. Gage Brady, Jr., formerly board 
chairman of The 
National City Bank 
of New York, has 
been elected chair- 
man of Fundamen- 
tal Investors, Inc., 
and Investors Man- 
agement Fund, Inc. 
The mutual invest- 
ment companies 
have assets in ex- 
cess of $155,000,000. 

George Emlen 
Roosevelt is board chairman of Inves- 
tors Management Company,  Inc., 
which supervises the investments of 
the mutual funds. 














W. G. BRADY, Jr. 


e 


The Liberty Real Estate Bank & 
Trust Co. has been created in Philadel- 
phia through the merger of the Liberty 
Title & Trust Co. and the Real Estate 
Trust Co., forming an institution with 
assets of more than $86,500,000. 

Chairman of the new bank is Frank 
C. Roberts, Jr., while Charles §. Krum- 
rine is president. Named executive 
vice-president is Albert T. Mason; 
Thomas A. Bracken, Jr., vice-president 
and trust officer, will be in charge of 
the trust department. 
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The consolidated bank is the ninth 
largest in Philadelphia, and the fif- 
teenth largest in Pennsylvania. Both of 
the former institutions were founded 
in the 1885, and within a 
block of each other. 


Same year, 


° 


Robert W. Purcell, who was elected 
president of Investors Diversified Serv- 
ices, Inc., in March of this year, was 
more recently elected chairman of the 
board of the company. Mr. Purcell will 
be succeeded in the presidency by 
Joseph M. Fitzsimmons who has been 
a director for the past two years. Mr. 





Fitzsimmons recently resigned the po- 
sition which he held for 16 years as 
treasurer and manager of investments 
of the Modern Woodmen of America, 
Rock Island, Illinois. E. E. Crabb, who 
had been chairman of the board, was 
elected chairman of the executive com- 
mittee where he will serve in an ad- 
visory capacity. 
* 


Paul D. Dodds, vice-president, Se- 
curity-First National Bank of Los 
Angeles, has been named a director and 
member of the managing committee. 
He succeeds L. W. Craig, who retires 





When wheat became king 


Canadians, too, heeded Horace Greeley’s advice and moved 
west in the 80’s to cultivate the waving gold. As the foundation 
of Canada’s early growth, wheat still makes a major contribu- 
tion to this country’s prosperity—in 1952, for instance, the 
crop was the largest in history and worth $1,250 million. 
Even before the railroad reached Winnipeg in 1881, Imperial 
Bank was located at this gateway to the west. Today there is a 
large network of branches that serve Canada’s prospering 
western provinces and provide up-to-date information on 
current business conditions in this area. 


LET IMPERIAL BANK 


KEEP YOU UP-TO-DATE ON CANADA! 


We invite interested U.S. banks to 


investigate our services as a correspondent bank. 
Write: Imperial Bank of Canada, Head Office, Toronto 


IMPERIAL 


*the lank that sewice built” 


IMPERIAL BANK 
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PAUL DODDS L. L. AUSTIN 


To managing committee 


this month from the bank. Mr. Dodds 
is a loan administrative officer, member 
of the executive committee, and head 
of the bank and customer relations de- 
partment. He is vice-president of thie 
California Bankers Association. 

Vice-President Lloyd L. Austin has 
also been added to the managing com- 
mittee, and made chairman of the cen- 
tral loan committee. 

Harry E. Ward and Edwin B. Wood 
have been advanced to assistant vice- 
presidents. 


6 


The Irving Trust Company, New York 
City, announced 
recently that Vice- 
President William 
B. Plate had been 
placed in charge of 
the Irving branch 
office opened this 
month at 380 Madi- 
son avenue. Mr. 
Plate, who has had 
broad financial ex- 
perience in industry 
as well as banking, 
joined the Irving’s staff last year. 











W. B. PLATE 


4 


An attorney, Mack A. Aldrich, has 
been elected a vice-president of Mer- 
cantile Trust Company, St. Louis, 
Missouri. He joined the bank on Sep- 
tember 1. 


Sd 


One of the nation’s pioneers and best 
known figures in financial advertising, 
Edwin Bird Wilson, died recently from 
a heart attack. 
From 1909 to 1916 
he was advertising 
manager of Bank- 
ers Trust Company, 
New York City, 
and in the latter 
year he organized 
his own advertising 
agency, Edwin Bird 
Wilson, Inc., now 
located at 40 Wall 
Street. He served 
as president of the organization for 
the next 30 years, and in 1946 he bhe- 
came chairman of the board. 





E. B. WILSON 


Burroughs Clearing Howse 
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Here is where Philadelphia “sets its table’ —in the 

old Dock Street food market. Foods from all over the nation 
come here—just as Correspondent Bank transactions from 

all America come to The Pennsylvania Company. Features that 
specially please our large Correspondent Bank “family” 
include one of the city’s largest credit files, speedy securities 
transactions, 24-hour-a-day air mail clearance of 

transit items. Why not stop in when you're in town? 


The Pennsylvania Company 


for Banking and Trusts Founded 1812 


Serving more people more ways than any other Philadelphia bank 





23 offices, Philadelphia and suburbs Member Federal Reserve System - Federal Deposit Insurance Corporation 
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Mr. 
New 


ciation, 


Wilson is a past president of the 

York Financial Advertisers 
and one of the few honorary 
life members of the Financial Public 
Relations Association. 


Asso-r 
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Unique picture symbols guide Juan 
Vasquez, 64-year-old messenger of The 


First National Bank of San Marcos 
(Texas), on his daily rounds. Though 
Juan has never learned to read or 


write, he delivers statements and picks 
up checks unerringly at the right places 
of business by means of his own in- 
genious sign language. 


The accompanying typical scene 
shows Juan getting his morning in- 
structions from Cashier B. J. Thomas. 
For each store he must visit, Juan 
draws a picture that will identify it for 
him. An easy chair sends him to a 
furniture company, a dollar sign inside 
a building is another bank, 
funeral home, an ice cream 
notes a drugstore, etc. 

Juan worked for the State Bank and 
Trust Company of San Marcos for 15 
vears before switching to the First 
National, where he has been employed 
for 10 years. During the past quarter 
century the local businessmen have 
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LIKE 


Pen. 


ink as the average. 





Double Face. 





Write for Literature 


TELEPNONE. 3F-7IES WL. 


TULSA, OXLAH OMA 
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lf Your Customers 
BALL PENS... 


Changepoint Pens are available either as Ball Pens 
or Fountain Pens. And either type is convertible to the 
other. The Fountain Pen feed and point and the Ball 
Pen refill unit are interchangeable in any Changepoint 


Changepoint Ball Pen refill units are made in two 
lengths—long tube for the self filling pens—short tube 
for the old style dropper filling pens. Long tube refill 
units hold four times more ink than the average of other 
refills. Short tube units hold more than twice as much 


Ink is non-transferable and permanent. 





CHANGEPOINT PERPETUAL CALENDARS 


Three Styles Available in Bronze or Chrome; Single or 


CT hangepoint Yue. 


AOCAFOAD 














Makers of Changepoint 
Fountain Pens @® Ball Pens 
Desk Sets ® Counter Sets 

Perpetual Calendars 






























B. J. THOMAS “JUAN” 


Pictures guide messenger 
come to regard the smiling bank mes- 
senger on a bicycle as a 
their banking operations. 

Cashier Thomas comments: “Juan 
can use numerals together with the = 
tures to get amazing results. Early i 
his banking career, he bought his own 
home here, with the bank handling his 
financing. For 20 years the bank kept a 
record of payments in its books, and 
Juan kept his own private records in 
hieroglyphics. 

“When the time for final settlement 
came at the end of 20 vears, Juan’s fig- 
ures and the bank’s were only 30 cents 
apart.” 

The bank messenger was the subject 
of a recent feature story in the Hous- 
ton (Texas) Chronicle. 


vital cog in 


e 


Guaranty Trust Company of New 
York City recently announced the elec- 
tion of Ralph F. 
Leach as treasurer 
and the promotion 
of Madison H. 
Haythe to second 
vice-president. For 
three years Mr. 
Leach has been 
with the board of 
governors of the 
Federal Reserve 
System, Washing- 
ton, D.C. as chief 
of the government finance section. He 
was formerly with the Harris Trust & 
Savings Bank in Chicago, and Valley 
National Bank in Phoenix, Arizona. 
Mr. Haythe has been an assistant trea- 
urer in the bank since 1947, 


R. F. LEACH 


4 


Ralph C. Whitsett, Jr., formerly vice- 
president and trust officer of the Na- 
tional Bank of Detroit, is joining The 
Bank of California in San Francisco, 
with the same title. On November 30 
he will succeed C. Nelson Hackett «s 
head of the trust department, when the 
latter retires. 


At National Bank of Detroit, David 





Burroughs Clearing House 
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demand the BEST... 






otection and lasting beauty 


Into this new After Hour Depository, Diebold craftsmen have incor- 








porated every known and proven design feature—one-handed operation— 
positive fish-proof design—built-in electrical protection—balanced door— 
positive locking—and many others. The ''trapping'' mechanism is so designed 
that there is never direct access between the depositor and the chute. 


While af the A. B. A. Convention, you can see this new Diebold 
After Hour Depository on display at our Washington, D. C., office, 1510 
H Street N. W. 


*The term “AFTER HOUR DEPOSITORY" is a registered trade name of Diebold-York 


YOIC 


CLIP COUPON AND 
MAIL TODAY 





DIEBOLD, INC.A” GENTLEMEN: Without cost or obligation, 





CANTON 2, OHIO please send me full information on: 
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I (1 The completely new Diebold AFTER HOUR DEPOSITORY 1 

’ A T E D ' 1) Vaults 00 Alarms OO Vault Ventilators 
: 1 Rekordesk 0 Drive-Up Windows (1 Safe Deposit Boxes ' 
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D. Williams, assistant vice-president, 
has been appointed to Mr. Whitsett’s 
former capacity as officer in charge of 
the investment division of the trust 
department. 


+ 


After many years of service as a 
favorite porter at the First American 
National Bank of Nashville (Tennes- 
see), John R. Stratton began to go 
blind. An operation left him so near 
blind that it was necessary for him to 
take special training to remove his fear 
of getting about. Bob, as he is general- 
ly called, was sent by the State of Ten- 





nessee to a school in Atlanta for this 
purpose. 

When he returned to Nashville, he 
was told by Carmack Armistead, vice- 
president and personnel officer of First 
American, to come back to work and 
the bank would find a place for him. 
A survey of operations led Mr. Armi- 
stead to believe that Bob might be 
able to operate one of the coin count- 
ing machines, and with the state coun- 
selor’s approval Bob is now happily 
in training for that job. 

The bank paid Bob his full salary 
for his first six months away from 
work and kept him on half salary for 








Special design. Watson commercial teller's cage. 


For a survey of your needs 
without charge, write Dept. F-5 


In planning to 
remodel or build 
a new bank, 
it pays 


to consider 


WATSON 


—one of the largest 
builders of 


custom and stock 


bank equipment. 


established 1887 


WATSON MANUFACTURING CO., Inc. 


Jamestown, New York 


Visit the Watson displays 
at the 
NBAC Convention 
New York 


Oct. 19, 20, 21, 22 


WATSON ALSO BUILDS A COMPLETE LINE 
OF STOCK FILING CABINETS AND 
ROL-DEX ROLLING RECORD UNITS. 
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Modern, efficient bank omnibus by Watson. 























JOHN R. STRATTON 


A handicap overcome 


the balance of the time. Now, although 
handicapped, he has been restored to 
a full time position. 


+ 


Edward F. James, assistant vice pres- 
ident, was recently 
transferred to the 
correspondent 
banking depart- 
ment of the Fidel- 
ity- Philadelphia 





Trust Co., Phila- 
delphia, Pennsyl- 
vania. Mr. James 











joined the Fidelity 
in 1921, in 1948 be- 
came comptroller, 
and in 1952, assist- 
ant. vice president. He is at present the 
treasurer of the National Association 
of Bank Auditors and Comptrollers. 


E. F. JAMES 


> 

At the $100,000,000 Citizens Commer- 
cial & Savings Bank, Flint, Michigan, 
J. E. Burroughs has moved from presi- 











E. W. POTTER 


J. E. BURROUGHS 


Move up at Flint 


dent to board chairman, filling the va- 
cancy created by the death of William 
Veit. 

New president of the Flint institu- 
tion is Ernest W. Potter, formerly 
executive vice-president. 


¢ 


Oscar R. Kreutz will leave the execu- 
tive managership of the National Sav- 
ings and Loan League next month to 
become the executive vice-president of 
the First Federal Savings and Loan 
Association of St. Petersburg, Florida. 


Burroughs Clearing House 
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You can't tell the bad egg 








by its shell 











Appearances are deceptive — and not only with eggs. As many 
bankers have learned at disastrous cost, it 1s often the most 
innocent-looking employee who turns out to be an embezzler. 

Stringent internal controls and complete, systematic audits can 
reduce the risk, but the fact is that embezzlements, instead of 
becoming fewer, are increasing in frequency — and the sums 
embezzled are becoming larger. 

The only way to guarantee your bank against financial loss 
from embezzlement is to carry adequate, well-planned dishonesty 
insurance. 

The tna Casualty and Surety Company offers you the serv- 
ices of its staff of banking insurance experts — who will analyze 
your bank’s needs and suggest the types and amounts of coverage 
you require. Before you suffer a disastrous financial loss from 
embezzlement, call your local tna representative. 


FEtna Casualty AND Surety Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 








LIFE AND CASUALTY FIRE AND MARINE 
ZEtna Life Insurance Company Automobile Insurance Company 
ZEtna Casualty and Surety Company Standard Fire Insurance Company 


Hartford 15, Connecticut 
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He will, however, continue his partici- 
pation in the League’s activities as 
executive consultant. 


* 


Douglas C. Macdonald has been ap- 
pointed a vice-president of The Na- 
tional .City Bank of Cleveland, Ohio. 
He was previously executive vice-presi- 
dent of the Equity Savings Association, 
which was recently acquired by The 
National City. 

> 

Recent promotions at the Bankers 
Trust Company, 
New York City, in- 
cluded Chester 
Baylis, Jr., to vice- 
president, and Ray- 
mond T. Ander- 
sen, Rudolf A. 
Schlumpf, and 
Charles A. Frank 
to assistant vice- 

C. BAYLIS, Jr. presidents. Harold 
W. Johnson was at the same time 
elected an assistant treasurer of the 
Manhattan institution. 





& 


Of the 48 “students” who received 
diplomas last month from the Graduate 
School of Credit and Financial Man- 
agement at Dartmouth College’s Amos 





Tuck School of Business Administra- 
tion, six were from banks. 

The graduates, ranging in age from 
26 to 60, completed three summer ses- 
sions at the school, which is sponsored 
by the Tuck School and the Credit 
Research Foundation of the National 
Association of Credit Men. 

Donald M. Baker, assistant vice- 
president at The Hanover Bank, New 
York City, received an award for the 
best three year management report. 
His subject was “Accelerated Tax Pay- 
ments—New Problem for the Corpo- 
rate Treasurer and his Banker.” 

On the basis of his outstanding 
record, Walter M. Sharp, credit officer 
at Bank of America, Los Angeles, was 
named as the member of the senior 
class to serve for the coming year on 
the executive committee of the school. 


‘ 


> 


At the City National Bank and Trust 
Company of Chicago, Illinois, Russell 
Everett Mooney has been elected a vice 
president, to be associated with the 
out-of-town division beginning Sep- 
tember 1. 


Sd 
The Valley National Bank of Phoe- 


nix thinks that it is probably the only 
bank in the country sponsoring an “all 














The rapid rise of the Western Canadian oil fields as a 
factor in the world oil, gas and petro-chemical indus- 
tries is illustrated in the chart above. American banks 


are invited to consult with us in behalf of their customers 
who may be interested in Western Canadian oil activities 
from any viewpoint. Kindly write either to our Petro- 
leum and Natural Gas Division at Calgary, Alberta, 
or to any of the offices listed below: 


The Canadian Bank 


of Com merce Head Office—Toronto 


New York « San Francisco « Los Angeles 
Seattle « Portland, Ore. 
Over 600 Canadian Branches 
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“Heap good coach” 


original American” baseball team. The 
VNB Cubs are composed of junior 
Apache Indians whose home diamond 
is the San Carlos Reservation, near two 
Valley Bank offices. The only paleface 
player is the son of the reservation 
superintendent. Weldon M. Jones, vice- 
president in the bank’s business devel- 
opment department, is here showing 
the Cubs how to scalp the opposition. 


e 


Bank of Dearborn, the first new bank 
organized in Michigan’s fourth largest 
city in 20 years, opened on August 26. 
It was organized by a committee of 
Dearborn business men, following sur- 
veys which indicated local interest. 
Capital was subscribed by more than 
400 local stockholders. 

Operating officers are 
Fiegel, executive 


Melvin G. 


vice-president and 

















M. G. FIEGEL 


C. BOYLE 
New bank’s operating officers 


cashier; Charles ae 
Boyle, vice-presi- 
dent: and Frank- 
lin H. Coward, as- 
sistant cashier. 

Mr. Fiegel was 
formerly a_ vice- 
president of City 
Bank, Detroit, 
with duties as 
commercial loan- 
ing officer. He had previously served 14 
years in the State Banking Department 
and four years as Deputy State Treas- 
urer. 

Mr. Boyle also is a former vice-presi- 
dent of City Bank, and has been in the 
banking and trust field in Detroit since 











F. H. COWARD 
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TO SELECT OR REPLACE 
... HERE’S ALL YOU DO 





MODEL 4410 
Maroon, green, or 
walnut Permalite base. 


MODEL 4430 
Genvine Onyx base, 











MODEL 4420 
Black Carrara bose, 


eoeeee ASK FOR A DEMONSTRATION OF THE “INK-LOCK” PRINCIPLE +**+ 





MODEL 484 

Heavy glass base. 
Choice of black, clear, 
green, gray, or maroon. 
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MODEL 4810 
Maroon, green, or 
walnut Permalite base. 


Gsterbrook 


MODEL 4820 
Black Carrara base. 

















MODEL 4830 
Genuine Onyx base, 


America’s Pen Name 


Since 1858 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 
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1924. Mr. Coward previously was cash- 
ier of the Union State Bank, Buchanan, 
Michigan. 


& 


Effective September 30, Ellis B. 
Ridgway, Jr. becomes a vice-president 
of The Philadelphia National Bank. 
Mr. Ridgway recently resigned from 
the Girard Trust Corn Exchange Bank, 
where he was vice-president and man- 
ager of the consumer credit depart- 
ment. 

+ 


There are now said to be 135 women 
bank trust officers 
in the United 
States, with the ap- 
pointment of Miss 
R. Aloise Cham- 
poux as assistant 
trust officer at the 
Hackley Union Na- 
tional Bank, Mus- 
kegon, Michigan. 
An attorney, Miss 
Champoux has been engaged in general 
law practice in Muskegon. 





MISS CHAMPOUX 


o 
Three staff changes have been an- 
nounced by the National Association 
of Bank Auditors and Comptrollers. 
Edward G. Lucht, managing editor 
of the Auditgram, association publica- 
















































From left: Sam F. Di Cara, Edward G. Lucht, Darrell R. Cochard, Harry E. 
Mertz and Frank G. McCabe 


Departure brings best wishes, and NABAC staff changes 


tion, has joined the staff of Dan Deg- 
nan Associates, public relations con- 
sulting firm in Toledo, Ohio. He joined 
NABAC in 1940 and has directed the 
public relations program of the associa- 
tion. 

Frank G. McCabe, who joined the 
NABAC staff last year, has been ap- 
pointed associate editor of the Audit- 
gram. He formerly was with the edi- 
torial division of De Paul University 
in Chicago. 

Newly named assistant secretary is 
Sam F. Di Cara, who joined the staff 
about a year ago, and who will now be 
in charge of public relations and chap- 
ter liaison work. Mr. Di Cara was 








| WHAT IS A GOOD 


The bank check is a functional in- 

strument and, in our opinion, its 
design should not in the slightest 
i degree detract from its functional 
i value. Thus most bank checks are 
quite plain from an artistic viewpoint, 
because if they were too ornate they 
might hinder the streamlined proc- 
essing to which they are subjected. 


Nevertheless, a bank check can be 
attractive in appearance if the bank 
i title, customer's name, and body 
composition are well balanced in 
relation to each other. The lithog- 
raphy should be sharp and clear, the 
imprinting of the customer’s name 
should be well located, the number- 
ing should be clean and properly 
aligned, and the cutting, perforating 
and binding should sellect precision 
craftsmanship. The overall effect is 
something which is good-looking for 
a bank check, although not neces- 


LOOKING CHECK? 


sarily something which would take 
a prize at an art show. 


Occasionally we see a check which is 
a thing of beauty, but even as we 
admire it we cannot help but wonder 
if perhaps functional significance 
has not been subordinated too much 
to the artistic. Conversely, we fre- 
quently see a check upon which the 
customer’s name is weak and ama- 
teurish, leaving us to conclude that 
in an effort to improve functional 
value, attractiveness has been lost. 


It strikes us that if a check is to be 
acceptable to the bank that provides 
it, the customer who uses it, and 
the people who process it, a well- 
balanced format is called for rather 
than a format which emphasizes one 
part of the check and overpowers 
another. Here at DeLuxe we strive to 
maintain this balance. 





le UXE 


CHECK PRINTERS 





70 


Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





formerly an assistant cashier at the 
Commercial National Bank of Chicago, 
An accompanying scene shows Dar- 
rell R. Cochard, executive secretary, 
extending best wishes to Ed Lucht as 
he leaves the headquarters staff. Join- 
ing in the well-wishing are the new 
appointees and also Harry E. Mertz, 
technical secretary. 
° 


Eugene F. Williams, former depart- 
mental examiner of 
the Texas Depart- 
ment of ‘Banking, 
has been appointed 
a vice-president of 
the City National 
Bank of Houston, 
Texas. Mr. Wil- 
liams joined the 
State department 
as assistant bank 
examiner in 1942. 
Prior to his pro- 
motion to departmental examiner in 
1946 he also served as chief clerk and 
analyst, and senior bank examiner. 





E. F. WILLIAMS 
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From cashier, Richard G. Johnson 
has been promoted to vice-president in 
charge of the Cincinnati Branch of the 
Federal Reserve Bank of Cleveland. He 
succeeds Wilbur T. Blair, now vice- 
president and treasurer of the Sharon 
(Pennsylvania) Steel Corporation. 

In other branch-promotions, Phil J. 
Geers has advanced from assistant 
cashier to cashier, and John Biermann, 
Jr., has moved up to assistant cashier. 


Promotions at “Fed” branch 
P. J. GEERS 


R. G. JOHNSON 
























Burroughs Clearing House 














Se; 















now gives you the answer to your 
office copying problems in this small 
inexpensive machine designed to use 
the EASTMAN KODAK CO/’S amazing 


new VERIFAX process... 


Photostat Instant Copier 


-« for use in any office .. . everywhere! 


the 
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new 
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Here is a small, inexpensive machine which 
will make three or more black-on-white copies _ 
of practically any original up to 84%” x 14” in 
size in one minute, ready for immediate use! 


art- 


It takes up less than two square feet of space 
on desk or table... it can be used under any 
normal office lighting at any time by anyone 
in the office. 





The PHOTOSTAT INSTANT COPIER is de- 
signed to get the very best results from the 
new EASTMAN KODAK COMPANY’S VERIFAX 
process ...a truly revolutionary method of 





\MS 


in 





-— making copies of anything typed, printed, 

written or drawn. It is entirely different from, 
wide and should not be confused with, any previ- 
ne ously known process. No other office copying 
the equipment can equal the versatility and flexi- 
fi bility obtainable with the combination of the 
re new PHOTOSTAT INSTANT COPIER and the 
43 VERIFAX process. And it is fully guaranteed 


valk by Photostat Corporation! 
ann *For over forty years, PHOTOSTAT CORPORATION has 


ier led the way in the manufacture and marketing of 
i photographic copying apparatus for every type of 








business use . . . every Federal, State, County and ty 
. Municipal government need. 
; The new PuHotostaT INSTANT Copier will be sold You will be amply repaid if you get full 
— and serviced by our field staff from coast to coast and pe Dliiiia tesa nilia 
in Canada in the same efficient manner and under . ee are 
the same conditions as now apply to our larger and photo-copying equipment. Write to 
long established models of photographic copying 
apparatus, 
| __ eworosrar PHOTOSTAT CORPORATION 
is the registered trade-mark of 307 STATE STREET, ROCHESTER 14, NEW YORK 
\ PHOTOSTAT CORPORATION 
— — or any service office in principal cities in the U.S.A. and in Toronto, Canada. 
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—the new Todd Check Disburser 


It’s the only machine of its kind in the bank equipment field. It 
puts the date, the amount, the signature on a check in a single 


operation. 


Ideal for bank money orders and Christmas Club—and often 
in stock transfer and trust work. With it, check issuance is rigidly 
controlled every step of the way—from blank check to cancelled 


check. Insurance guarantees this pro- 
tection. ) 

Bankers like the new Todd Dis- 
burser because it’s fast, simple, easy to 
operate. They like it, too, because it 
speeds check issuance, cuts lobby lines, 
and makes it unnecessary for officers 
to sign checks personally. 


Rochester 3, 





Name of Bank 








THE TODD COMPANY, Inc., Dept. BCH, 


N. Y. 


Please have your representative telephone me for 
an appointment. 








City 


Telephone 


a SS 








NEW YORK 


PRINCIPAL CITIES 
By 











All three appointees joined the 
branch 35 years ago as clerks in the 
check collection department. 
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George M. Bragalini, recently acting 
postmaster of New 
York City, has been 
appointed a_ vice 
president of the 
Manufacturers 
Trust Company, 
and will supervise 
the bank’s fourteen 
offices in the Bor- 
ough of Queens. 
Mr. Bragalini was 
with the Manufac- G. M. BRAGALINI 
turers from 1941 to 
1948, when he was made acting post- 
master. He resigned from the post 
office in March of this year to return 
to the bank. 
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William G. Kirchner, vice-president 
of the Richfield (Minnesota) State 
Bank, has _ been 
named to the new- 
ly-created post of 
assistant secretary 
of the Independent 
Bankers  Associa- 
tion of America, 
with headquarters 
26 «Oat Sauk Centre, 
W. G. KIRCHNER Minnesota. 

A huge member- 
ship increase in the association, from 
1,700 three years ago to more than 
5,000, made the staff manpower expan- 
sion necessary. Ben DuBois continues 
as.secretary. 
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The Bexar County National Bank, 
San Antonio, Texas, has announced 
the appointment of Jesse S. Jones as 
assistant vice-president in charge of 
public relations and new business. Mr. 
Jones was formerly with the Mortgage 
Investment Company, San Antonio. 
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Advanced to vice-presidents at the 
head office of American Trust Com- 
pany in San Francisco are Edward J. 
McBride, manager of its foreign bank- 
ing department, and William L. Mar- 


In the San Francisco news 
E. J. McBRIDE 


W. L. MARTIN 
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tin, chief appraiser, real estate loan 
department. 

Mr. McBride is well known in the 
foreign banking field and an active 
member of the Bankers Association for 
Foreign Trade. Mr. Martin has been 


the bank’s chief appraiser since 1946. 


° 


Obviously from the accompanying 
picture, no murmur of disapproval was 
heard when Miss Phillis Hogue was 
named Miss Union Planters of 1953. 
The 19-year-old queen was crowned at 
an outing of the Union Planters Na- 
tional Bank, Memphis, 
Tennessee, and is a 
calculator operator in 


the analysis depart- 
ment. 
The bank also an- 


nounces that Charles 
A. Williams, a former 
national Bank exam- 
iner, has joined the 
bank as an assistant 
vice-president in the 
correspondent bank 
department. Van B. 
Martin has been pro- 
moted from assistant 
cashier to assistant 
vice president. Ele- 
vated to assistant 
cashiers are P. W. 
Bell, Jr.. W. R. Gris- 
som, J. D. Hicks and C. W. Irvine, Jr. 
In an accompanying letter, the bank’s 
director of public relations, William D. 
Van Dyke, commented that he was 
submitting a picture of Miss Hogue 
only, on the grounds that the photo- 
genic competition was too tough. 














Miss Union 
Planters 


+ 


D. James Pritchard, vice-president of 
The Society for Savings, Cleveland, has 
been elected presi- 
dent of the Cleve- 


land Advertising 
Club. Part of his 
duties for the mu- 
tual savings bank 


involve directing its 
advertising, busi- 
ness development 
and public relations 
activities. He is a > %- PRITCHARD 
past president of the Cleveland Chapter 
of the American Institute of Banking, 


and is active in other bank association 
work, 





e 


in August Frederick Deane, Jr. be- 
ga) his new assignment as assistant to 
the president of The Bank of Virginia, 
ichmond. 


Q 


+ 


or his 60 years as a banker in north- 
eastern Wisconsin, L. Albert Karel was 
recently feted at a testimonial dinner. 


Se.tember, 1953 





of the missing envelope! 


The missing envelope held the branch 
bank’s postage ...Should have been in the 
top left drawer of Mr. Jones’ desk, but it 
wasn’t. Nobody in the bank had it, or 
had seen it. So Sally had to gallop down 
to the postoffice and buy more stamps... 
Two days later the envelope turned up in 
his brief case. 

**Nuts!” said Mr. Jones. 
“Let’s get a DM, and we'll 

always know where the 
stamps are.” 









Witn the DM (desk model) 
postage meter, you always 

have postage available. 
The meter is set for as much postage as 
you want to buy; registers show the amount 
on hand, and the amount used. Postage in 


= PITNEY-BOWES —— 


™ Postage 


—— 


PITNEY-Bowes, INC. 
3195 Pacific St., Stamford, Conn, 
Please send free booklet, CQ wall chart to: 





the meter is always protected from loss, 
damage, or misuse. 

You always have the right stamp value 

. the DM prints the postage needed for 
any kind of mail directly on the envelope 

.. with your own small ad, if you like. 
Prints postage for bulky packages on special 
tape. Has a moistener for sealing envelopes. 
Anybody can easily use it. 

The DM gives even the smallest office 
the convenience of metered mail. . 
savesmailingtime The electric RS 
—and postage, (at ae 
Other models 

for larger mailers. Ask e« r—10) 
the nt PB office ms 
for a demonstration. el 
Or send the coupon. y 








FREE: Handy wall chart of Postal Rates, 
with parcel post map and zone finder. 
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It was tendered to him by the Peoples 
Trust & Savings Bank, Green Bay, 
which he helped to found in 1915 and 
of which he has been a director ever 
since; the Bank of Luxemburg, which 
he headed as president for 48 years; 
and State Bank of Kewaunee, where he 
is chairman of the board, and has been 
a director for more than 40 years. 
Mr. Karel helped to found the Wis- 
consin Bankers Association and served 
as its president in 1925. 
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William E. Snodgrass has been 
named as assistant 
to the president of 
the Union National 
3ank, Little Rock, 
Arkansas. Mr. 
Snodgrass spent 
seven years with: 
the Reconstruction 
Finance Corpora- 
tion as credit and 
business loan ad- 
viser following World War II. Prior to 
his entry into the army he was em- 
ployed by the Union National, 








W. E. SNODGRASS 
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James M. Robertson was recently 
elected an assistant vice-president of 
The National Bank of Commerce of 
Houston, Texas, and will assume duties 








in the correspondent bank division 


early this month. 
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A well known bank advertising vet- 
eran, Harry G. Duntemann, assistant 
cashier, The First National Bank of 
Chicago, retired September 1. A former 
president of the Chicago Financial Ad- 
vertisers, he has been a member of 
First National’s advertising department 
since 1920 and manager since 1944. 


& 





Clarke Bassett has joined the First 
National Bank of Minneapolis as a 
vice-president, following his resigna- 
tion as president of the Merchants Na- 
tional Bank and Trust Co. of Fargo, 
North Dakota. 

Adrian O. McLellan, vice-president 
and trust officer of the Fargo bank, has 
been elected president to succeed Mr. 
Bassett. 

« 


The new advertising manager of The 
First National Bank of Atlanta, Geor- 
gia is Robert E. Forio. Mr. Forio had 
previously worked in the bank’s audit- 
ing and personnel departments. 

a 


Charles F. Ilsley, board chairman of 
the Marshall and Ilsley Bank, Milwau- 








Correspondent Service 
IN MICHIGAN 


Manufacturers National Bank in- 


vites consideration of its facilities 


for serving as your Michigan corre- 


spondent. Prompt, efficient handling 


of items is assured through offices 


strategically located in Detroit, 
Highland Park, Dearborn and 
Grosse Pointe Woods. 


THE MANUFACTURERS NATIONAL BANK 


OF DETROIT 


DETROIT 31, MICHIGAN 


Member Federal Deposit Insurance Corporation 




































For 40 years of service 


kee, and Albert S. Puelicher, president, 
were recently presented with watches 
honoring their 40 years of service. Both 
started as bank messengers. 

Their watches were presented at a 
dinner of the bank’s Quarter Century 
Club. Shown from left to right in the 
view above are Mr. Puelicher, Mr. 
Ilsley, and §. M. Driessen, vice-presi- 
dent and assistant trust officer, who 
was inducted into the Club along with 
Assistant Cashier W. A. Blom. 
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R. Charles Strain has been appointed 
Mississippi representative of The Na- 
tional Bank of 
Commerce in New 
Orleans. For the 
past 17 years he has 
been active in the 
bond business, but 
he has also had ex- 
perience in com- 
mercial banking 
and with federal 
financial agencies. 

National Bank of Commerce also an- 
nounces the resignation of Vice-Presi- 
dent B. Frank Williams, who has been 
named a vice-president of the Bank of 
Yazoo City (Mississippi). 


R. C. STRAIN 


e 


Central National Bank & Trust Com- 
pany, Middletown, 
Connecticut, has 
announced the ap- 
pointment of Har- 
lan F. Torrey to 
assistant cashier. 
He was _ formerly 
assistant secretary 
and assistant treas- 
urer of the Bran- 
ford Trust Com- 
pany, Branford, Connecticut. 











H. F. TORREY 
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At the County Bank and Trust Com- 
pany, Paterson, New Jersey, Lee Boy- 
dell has been promoted to vice-presi- 
dent; Clifford W. George, to secretary; 
and Verne S. Atwater, to the position 
of assistant vice-president. 
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CANADIAN BANKING 








Aiding the Oil Industry 

An interesting example of the steps 
that can be taken by a bank to serve 
a new and growing industry is seen 
in the petroleum and natural gas divi- 
sion of the Canadian Bank of Com- 
merce. It is a division that today is 
supplying a wide range of information 
and advisory services that were devel- 
oped to assist prospective operating 
and financial groups. 

The petroleum division was estab- 
lished by the bank in 1949 at Calgary, 
Alberta, as part of the bank’s regional 
headquarters, to help meet the prob- 
lems posed by Western Canada’s boom- 
ing oil industry. It was organized after 
officials studied American banking 
practices in the mid-continent oil- 
producing area, though it soon became 
evident that a broader and more flexi- 
ble service would be needed because of 
the inexperience of producers in deal- 
ing with financing problems. 

Now, with pipelines beginning to 
span the country, the whole petroleum 
economy is facing further develop- 
ment, with the division pursuing 
considerable research in the trans- 
portation of raw and refined products, 
and in marketing problems. 

Research activity. In providing its 
services, the division collects economic 

















D. B. Slattery C. H. Munro 


Head bank’s gas, oil service 


and statistical data, along with geo- 
logical and technical information. 
All drilling and well completions in 
the provinces of Manitoba, Saskatche- 
wan, Alberta and British Columbia are 
charted, and wall maps are marked 
with pins to indicate all exploratory 
d ‘illing, field development and lease 
interest. 

The division maintains a library 
tnat is used by customers as well as 
bank officials, and classifies all infor- 
reation disseminated by official sources, 


© 


&3 well as information obtained inde- 


September, 1953 


By JAMES MONTAGNES 










Activity in Canada’s Western oil 
“med fi no 
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exploration—and tremendous 
areas remain to be explored, 
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Pevawum a wre! Gos Division 
The Conadign Bank of Commerce 
809 Contre Sweet, Calgary, Alberta 








Promotes oil division 


pendently. A close watch is kept on 
legislation passed by the various prov- 
inces which affects mineral rights, 
licensing, drilling and production prac- 
tices. 

Service book. A comprehensive 
book, “For Oil and Allied Industries,” 
is issued by the bank. Frequently 
revised it is currently in its fifth 
edition and deals with the status of 
foreign exchange control in Canada, 
corporate and individual income taxa- 
tion, depreciation and depletion taxa- 
tion, succession duties, types of 
incorporation for Canadian operations, 
leases and reservations in Alberta and 
Saskatchewan. It supplies information 
on oil and gas conservation and taxa- 
tion legislation in Alberta and Sas- 
katchewan provinces, on Canadian 
customs regulations and immigration, 
and has a synopsis of exploration and 
development of oil resources in 
western Canada. 

Featured in the book is a colorful 
map of the oil and gas fields of western 
Canada. The map is revised whenever 
major changes in locations of oil and 
gas fields are announced. Large quan- 
tities of the maps are distributed 
throughout the oil industry and among 
investors in Canada as well as 
the United States. The book is 
printed primarily for United States 
distribution. 

Division managers. Newly ap- 
pointed to head the oil and gas divi- 


sion at the Calgary headquarters are 
D. B. Slattery, manager, and C. H. 
Munro, assistant manager. Both men 
have been with the bank for 25 years, 
Mr. Slattery lately assistant manager 
of the Calgary branch, and Mr. Munro 
lately manager of the Lloydminster, 
Saskatchewan branch. 
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New Mining Branches 

A glimpse of banking in the far 
north country is provided by two 
branches in Canada’s newest commu- 
nity, Government-planned Uranium 
City. It is located in northern Sas- 
katchewan on the shore of Beaver- 
lodge Lake in the Athabasca lake area. 
Several big strikes of uranium-bearing 
ore have been made there, and the 
government claims are now being 
developed by some 700 employees. 

The Imperial Bank of Canada 
opened its branch at Uranium City in 
June of this year in a two-story, tar 
paper covered building which is 
shared by a barbershop. The two man 
staff sleeps in quarters above the bank 
in sleeping bags. All desks, furniture, 
stationery, money and equipment were 
flown in to the branch before the ice 
was out of the lakes and rivers. The 
safe was brought early in July by 
barge. 

The Canadian Bank of Commerce 
branch was opened in December, 1951, 
even before the influx of commercially- 
owned mining interests necessitated 
the establishment of a townsite. In 
late June the branch was moved to new 


Uranium City branch 


Imperial Bank of Canada 

















77 





quarters in the townsite, and at that 
time had the only concrete block build- 
ing in the community, equipped even 
with venetian blinds. Its vault was 
protected until mid-summer with a 
tin-covered wooden door, but a nine 
ton steel door came in by barge after 
navigation was opened on the lakes. 

Both branches service accounts for 
employees of the government’s mining 
development and for other commercial 
and mining ventures in the area. 
They cash checks, send out money 
orders, and perform other similar 
transactions. 


4 4 


International Payments 
Canada had a current account sur- 
plus of $151 million in transactions 
with all countries in 1952, indicating 
a net export of capital, according to a 
report on the Canadian balance of 


international payments made _ by 
the Dominion Bureau of Statistics, 
Ottawa. The report points out that 
this surplus is in contrast to the 
deficits of 1950 and 1951 which re- 
flected net imports of capital. In 1950 
the deficit was $334 million, and in 
1951 it was $517 million. 

Most of the change occurred in the 
abrupt swing from a deficit to a sur- 
plus on commodity account, the report 
states. For the year as a whole the 
trade balance shown in the balance of 
payments improved by $637 million to 
reach a surplus of $490 million. This 
change also greatly altered the bi- 
lateral pattern of the current account, 
with a sharp increase in the surplus 
with overseas countries. 

The change from current deficit to 
surplus began in the fourth quarter 
of 1951, after a short period of large 
quarterly deficits following the out- 
break of hostilities in Korea. Along 
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CANADIAN DIRECTION 


The vast size of Canada creates a 
peculiar problem in business banking. 
The widely scattered commercial 
communities and industrial centres 
operate best with the specialized 
branch banking system designed to 
meet their ‘needs. 

Over 240 Bank of Toronto branches 
throughout Canada can _ provide 
American businesses with complete 
financial facilities and a multiple 
source of sound market information. 
If you plan to enter the Canadian 
market, write our Head Office for 
expert advice and help. 


™BANKerTORONTO 





Incorporated 1855 


Head Office Toronto 1, Canada 
Correspondents throughout the World 
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COAST-TO-COAST 


Bank or MonTREAL 


New York --64 Wall Street 
Chicago: Special Representative’s Office, 38 South Dearborn Street 


575 Sranches rbcrese Canada + Resources Exceed $2 Billion 





San Francisco - - 333 California Street 


. 








with the improvement in the commod- 
ity balances, a dominating factor jn 
the balance of payments was the cop. 
tinued large inflow of funds for direct 
investment and from the sale of new 
Canadian issues abroad. 

In its trade with other countries, 
including all transactions, Canada had 
a deficit in United States of $353 
million, compared to $951 million in 
1951. It had a surplus of $1,004 million 
in its trade with other countries, ag 
against $434 million in 1951. 
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The Canadian Dollar 

What has happened to the Canadian 
dollar in relation to the United States 
dollar is shown in a table of a foreign 
exchange folder produced by the Bank 
of Montreal. The data covers the 
period 1912-1952. 

Tracing the fluctuations in the ex- 
change rate between the two countries 
over the 41-year period, the table 
shows that the U. S. dollar reached its 
peak premium rates of 17°4 per cent 
in 1921 and 24%% percent in 1931. 

A peak in the discount rate was 
reached in 1933 at 41'5 per cent, 
although at one point in the same year 
the U. S. dollar also stood at a peak 
premium rate of 23 per cent. A similar 
peak discount of 414% per cent was 
reached in 1952, but the high premium 
rate that year was only 114% per cent. 

The exchange folder also contains a 
table showing by months the exchange 
rate for the British pound sterling 
and the U. S. dollar for the years 1952 
and end-May, 1953. Distributed by the 
bank’s foreign exchange department, 
the folder carries information concern- 
ing the services of that department. 
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Bank Advertising 

The Bank of Montreal this summer 
released a “Happy Holiday” folder 
listing bank services during the vaca- 
tion period. It names branches of 
the bank in major Canadian hotels, 
and in Great Britain and the United 
States. Another folder, complete with 
map of the West End district of Lon- 
don, England, deals with the bank’s 
London branch. 

The Bank of Toronto has issued a 
new questions and answers booklet, 
with revised data on farm improve- 
ment loans, for farm implement deal- 
ers. The booklet tells about using 
these government-guaranteed loans as 
a sales aid. 

The Canadian Bank of Commerce 
has started using a fold-up stuffer for 
savings accounts. The cover shows 4 
rain cloud and says, “prepare your- 
self.” When the folder is opened an 
umbrella pops out and the copy con- 
tinues, “for a rainy day.” 


Burroughs Clearing Howse 
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THE BOOKLET COUNTER 








Industrial Regional Development 
,.- Banks are becoming increasingly 
active in planning or helping to plan 
sound development programs for the 
expansion of the industrial base in 
their areas. Those institutions en- 
gaged in or contemplating such proj- 
ects will want to consider the many 
suggestions in this booklet. It tells 


ically and technically sound 
wpment of the area 


Arthur D.Lisele, Inc. 


270k CANN <4 wae 





Covers a timely subject 


what industrial regional development 
is, Who can use it, and how it is ac- 
complished. The booklet was prepared 
by a leading technical consulting com- 
pany, and tells where these programs 
have been used (including that of the 
Federal Reserve of Boston) and why 
a professional service was employed. 


Personnel, Public Relations and 
Marketing Research Bibliographies 
... Prepared by the business research 
department of a large university, 
these three separate, paper-bound 
bibliographies cover the important 
subjects of personnel administration, 
public relations and marketing re- 
search. Each booklet contains more 
than 200 listings which are carefully 
annotated and broken down under 
appropriate sub-headings. Especially 
vaiuable to the administrative, person- 
ne! and public relations officers of 
b:nks and financial institutions. 


Britain’s Economic Problem... 
a: d its meaning for America... Great 
Bvitain’s economic problem is not a 
temporary one of recovery from the 
War, as has been supposed. It is a prob- 
lem that requires a reassessment of 
Ccuses and a new approach. These 
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are the conclusions of the Committee 
for Economic Development, prominent 
businessmen and educators who made 
studies of this all-important problem 
for more than a year. In this 54-page 
booklet they set forth their recom- 
mendations for action by both Britain 
and this country. 


Credit Insurance . . . Lending of- 
ficers will find this booklet a help in 
advising the customers on the pur- 
poses and uses of credit insurance to 
protect their lines-of credit. The book- 
let says the country is at a turning 
point in its economy, and predicts an 
awakening for complacent business 
managers. It then demonstrates how 
credit insurance is a stabilizing fac- 
tor in establishing sound credit policy, 
how it helps avoid secondary credit 
costs, and why it is an integral part of 
sound business management. 


Guide to the Mails... This guide 
to the use of the U. S. mails is very 
complete. Besides full information on 
postal regulations, the booklet con- 
tains a great deal of illustrated mate- 
rial on direct mail advertising, postage 
meter machines and envelopes and 
cards. It also lists the post office “un- 
touchables,” the non-mailable or lim- 
ited-mailable items. With its quick 
reference summary index, this 28- 
page booklet is a valuable aid in the 
bank’s mail activity. 


Robert Morris Associates .. . This 
booklet describes in detail the organi- 
zation and functions of the national 
association of bank loan officers and 
credit men. The explanation of the as- 
sociation’s purpose says, in part: “... 
to conduct research in credit and re- 
lated subjects; to improve methods of 
gathering, compiling, analyzing and 
disseminating credit data; to promote 
friendship and understanding among 
bank loan officers and credit men...” 





These booklets are available upon 
requesl, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











Information is given on membership 
requirements, annual dues, chapters, 
the association’s meetings and its pub- 
lications. The functions of the various 
committees are described and a com- 
plete roster of current national and 
chapter officers is given. 


Employees’ Handbook . . . This 
informally written and_ illustrated 
booklet produced for the new staff 
members of the Chicago Federal Re- 
serve Bank provides an excellent ex- 
ample of what can be done to assist 
the bank beginner in his job orien- 
tation. The booklet is also a timely 
help for the experienced worker who 


an thtarmal 
handbook tor the 
tolke who 
work here... 








For better relationships 


wants to refresh his memory. As 
pointed out in the preface, such a 
booklet unlocks the door to a better 
understanding within the bank. 


Banking Briefs You Should Read 
... This is a syndicated booklet and 
was designed especially as an aid for 
the new bank employee. In it some 100 
banking terms are briefly explained 
in easily understood language. Calling 
it “a ham sandwich and not a ban- 
quet,” the author says it contains only 
information that is deemed necessary 
for every staff member to know, and 
was checked by some 18 large banks. 
The booklet was assembled, the author 
asserts, on the theory that anyone with 
a desire to learn can be taught if giv- 
en information in small doses. Single 
copies free; quantities available. 
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The record of the past is written in 
the figures of today... 


the hands 

on the helm 
chart the course Ae 
of tomorrow Sib a. me 


Container Corporation Topeka & Santa Fe Executive Committee 
of America 
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Edwin C. Austin James M. Barker Mark A. Brown 
Sidley, Austin, Chairman of Board President 

Burgess & Smith Allstate 


Insurance Company 











Railway Company 


The Harris Bank presents 


its Board of Directors 





Charles C. Jarchow Wayne A. Johnston William V. Kahler 
President President President 
American Stee Illinois Central Illinois Bell 
Foundries Railroad Telephone Co. 













John L. McCaffrey F. B. McConnell James L. Palmer 
President President President 

International Sears, Roebuck Marshall Field 

Harvester Co. & Company & Company 











Charles H. Percy Richard E. Pritchard Guy E. Reed 
President Vice-President Executive 

Bell & Howell Vice-President jur 
Company ‘ 










John G. Searle Harold H. Swift Stuart J. Templeton H 
President Chairman of Board Wilson & Mcllvaine ( 
G. D. Searle & Co: Swift & Company 





Organized as N. W. Harris & Co. 1882—Incorporated 1907 


and Savings BAN K r 
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COURT DECISIONS 











By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Guaranty of Indorsements 

The importance which a court will 
give to a bank’s express guaranty of 
the prior indorsements of a check is 
seen in a recent action before a lower 
and the appeals court in Kentucky. 
The appellate court ruled that even 
without an express guaranty, a drawee 
bank may recover if no negligence can 
be shown. 

The former husband of the payee, 
in an unexplained manner, came into 
possession of a $550 cashier’s check 
which already bore the payee’s signa- 
ture. He indorsed it to Roe who in- 
dorsed to the plaintiff bank. That 
bank indorsed to the Federal Reserve 
bank guaranteeing all prior indorse- 
ments. The Reserve bank credited the 
plaintiff bank, and charged the de- 
fendant drawer bank. Months later 
the payee notified the drawer bank 
that her indorsement was forged. 
Plaintiff asked defendant for reim- 
bursement. 

The Court quoted its rule in this 
fashion: 

“There is general agreement that, 
even without an express guaranty of 
prior indorsements, a drawee who 


pays a check without knowledge that | 


an essential indorsement has been 
forged, may recover from either the 
holder paid or a prior indorser, if 
guilty of no negligence that is in- 
jurious to the defendant after dis- 
covery of the forgery... .° 

“But, even if (defendant) by the 
exercise of reasonable care, might 


have discovered the forgeries, its fail- | 


ure to do so would not preclude recov- 
ery. A drawee must determine the 
genuineness of the drawer’s signature 
at its own peril when it pays a check. 
However, as to the genuineness of an 
indorser’s signature, timely notice 
after discovery that an indorsment 
has been forged is all that is required.” 

POON Fe. ee Bank & Trust Co. v. 
Bank & Trust Co. 257 
S.W. 2d 590 (1953). 


e * e 


Bank’s Good Faith 

The Texas Court of Civil Appeals 
holds that actual knowledge and bad 
fsith by a bank must be present to 
Cnarge it with misappropriation of a 
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depositor’s funds. 

The promoters of a Texas business 
corporation borrowed $18,000 from a 
bank to be deposited to the credit of 
the corporation they were forming to 
be used as the necessary paid-in capi- 
tal for securing a charter. Immedi- 
ately after the charter was received 
they withdrew $18,025 from the cor- 
porate funds by check payable to 
themselves and used the proceeds to 
pay their note to the bank. 

A stockholder of the corporation on 
behalf of himself and its creditors 
brought this action against the pro- 
moters and the bank, alleging that the 
bank had knowledge of the fraudulent 
plan or had sufficient facts to put it on 
inquiry regarding the plan to with- 
draw such funds as to leave the cor- 
poration unable to proceed with the 
business for which it was incorpo- 


rated. In fact the company was dis- 
solved for failure to pay the state 
franchise tax. 

The contention was: that the cor- 
poration did not receive full and ade- 
quate consideration; the promoters’ 
conduct was in violation of their trust 
as incorporators and directors; and 
that the bank became liable to the 
corporation. A further contention was 
that the court erred in failing to sub- 
mit to the jury as a controverted fact 
issue the question of whether the 
officers and representatives of the 
bank knew or should have known at 
the time it issued its duplicate certifi- 
cate of deposit for $18,000 of the pur- 
pose of the individual promoters to 
sell to the corporation, when organ- 
ized, properties of questionable value 
for the amount of their note to the 
bank and then use that money to dis- 
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ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 60 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office — — LIMA 


Throughout 


CAPITAL - S/.60,000,000.00 
SURPLUS - S/.55,925,356.01 


"Peru's Oldest National Commercial Bank" 


the Country 























charge the note indebtedness. 

The court below took the case from 
the jury, and the appellate court af- 
firming said: “The settled law in 
[Texas is] that a bank is charged with 
liability for misappropriation of its 
depositor’s funds only when it has 
actual knowledge of the misappropria- 
tion and acts in bad faith,” and here 
there was no evidence that “the bank 
acted in bad faith or that it possessed 
actual knowledge of any misconduct 
or intended misconduct on the part 
of the promoters. 

“The ordinary rule of notice does 
not apply to the purchaser of a nego- 
tiable instrument for a valuable con- 
sideration. The test in negotiable in- 
strument cases is whether the parties 
acted in good faith and were not 
negligent.” 

Furthermore, not only was the loan 
made by the bank without security, but 
“where the actions or transactions 
of the directors are involved, and the 
claim is made that the directors were 
personally interested in consummating 
the deal against which an attack is 
made, such transactions or actions 
may be ratified by a vote or the ac- 
quiescence of all the stockholders, or 
even a majority thereof, if such ac- 
tions or transactions are not inhibited 


by the common law as against public 
policy or not inhibited by statute.” 
Dunagan v. Bushey, et al, 257 S.W. 
2d 822 (1953). 


e e e 


Oral Assignment of Funds 

There are times when an agreement 
between a depositor and his bank con- 
cerning deposits need not be in writ- 
ing. The Pennsylvania Supreme Court 
recently reversed one of its Orphans’ 
courts to hold that an oral assignment 
of a bank account by a dying depositor 
was valid against his estate after it 
was shown that the bank was in agree- 
ment. 

The decedent had asked that the 
bank’s assistant cashier visit him at 
the hospital. In reporting this visit 
before the court the cashier described 
the decedent’s conversation and con- 
dition. 

“He told me he wanted to put Mrs. 
Reber’s name on the bank book. I said, 
‘okay,’ and added, ‘when Mrs. Reber 
comes for money, shall I give her 
some?’ He said, ‘Yes, that is Ellie’s 
[Mrs. Reber’s] money.’ The conversa- 
tion was in Pennsylvania Dutch,” the 
assistant cashier said, “and I am 
translating as best I can.” 
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The ETTL Furniture and 


Manufacturing Company 


Headquarters: 1921-31 N. Twelfth St. 





Detroit Office: 1408 Broderick Tower, Phone WO. 3-9410 


ETTL offers complete design service and are 


manufacturers of high quality fixtures. 


We are thinking about NEW or MODERNIZED FIXTURES for our bank. Without 


obligation please furnish complete information about your installations and ability 


SERVING THE BANKING PROFESSION FOR OVER 
50 YEARS WITH FINE QUALITY BANKING FIXTURES 


Phone ADams 8239 

















Balliet, the assistant cashier, had 
with him the necessary signature 
cards for adding Mrs. Reber’s name, 
but he did not ask Blose to sign any- 
thing because, as he said, ‘I saw the 
man could not write. I mean he was 
sort of . . . I wouldn’t say exactly 
numb, but he showed me his hands, 
and I knew he was in no condition to 
sign his name.” 

The court found that legally what 
the deceased did was to assign a chose 
in action by acknowledging as much 
to his debtor and obtaining from the 
latter an agreement to pay the debt 
to the assignee. Such an agreement 
between a depositor and his bank need 
not be in writing to be legally effec- 
tive. Just as the bank in this case did 
through its assistant cashier, a bank 
may waive its rights to require writ- 
ten orders and may act upon a merely 
oral order. 

“The fact that Mrs. Reber never got 
to sign a signature card is of no rele- 
vant significance. A signature card 
is not necessary to prove ownership 
of a bank account. Such a card be- 
comes material when a _ withdrawal 
from the account is sought upon sig- 
nature. Nor need the bank rules 
printed in the pass book be complied 
with, if the bank does not so require; 
they ‘are only for the convenience and 
protection of the bank and may be 
waived.’ * * * 

* * * “Oral direction to the bank to 
pay the intended donee, accepted by 
the bank, * * * has been held to effect 
a gift of the account.” 

The fact that the bank “acted cir- 
cumspectly in not changing its books” 
after learning of their depositor’s 
death, which occurred over the same 
week-end as the deathbed conversa- 
tion, did not change the purported 
assignment. 

In re Blose’s Estate, 97 A. 2d 358 
(1953). 


ABA. CONVENTION 


(CONTINUED FROM PAGE 35) 


regarding their solutions. 

At the second general session, L. W. 
Brockington, C.M.G., Q.C., Toronto, 
Canada, will be the first speaker. He 
will be followed by W. Randolph Bur- 
gess, Deputy to the Secretary of the 
Treasury. The second session will also 
hear the report of the Resolutions 
Committee and the report of the Nom- 
inating Committee and witness the 
election and inauguration of associa- 
tion officers for the coming year. 

Savings and Mortgage Division. 
This division’s annual meeting will 
convene in the Presidential Ballroom 
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You think of the name that has become synonymous with the world’s best pro- 
tection for over 100 years . . . the name that appears on the U.S. Gold Storage 
Vault Doors at Fort Knox ... on protective equipment in a vast majority of 
America’s Federal Reserve Banks .. . and in over 70% of all banks and financial 
institutions throughout the world. That name, of course, is ‘‘Mosler.” 














Modern Revo-File gives The complete line of Mos- Two Million Mosler Safe Precision-built Mosler 
bank clerks and tellers fin- ler Record Safes includes Deposit Boxes have been in- Bank Vault Doors are used 
gertip controloverthousands Ledger Desk Safes, which stalled since theendof World by leading banks, govern- 


of cards from sitting position. protect signature and credit War II. ment agencies and financial 
cards where they’re used. institutions all over the 
world. 


IF IT'S MOSLER... IT’S SAFE 


* Mosler Sate“ 


ai Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima. 
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of the Statler Hotel, Monday morning 
at 10 a.m. It will open with the address 
of the division’s president, Wendell T. 
Burns, senior vice president, North- 
western National Bank, Minneapolis, 
Minnesota. 

Mr. Burns will be followed on the 
platform by Albert M. Cole, admin- 
istrator, Housing and Home Finance 
Agency, Washington, D.C., who will 
address the meeting. Mr. Cole has been 
making an exhaustive study of the 
part that government should play in 
home financing. 

The concluding address of the meet- 
ing will be delivered by Roy L. Reier- 


son, vice-president, Bankers Trust 
Company, New York City. Mr. Reier- 
son, who will discuss the future course 
of interest rates, is an economist and 
is noted for his addresses on business 
trends. 

State Bank Division. This division’s 
annual meeting will be held Monday 
morning in Constitution Hall. It will 
convene at 10 o’clock. The first order of 
the meeting will be the address of the 
division’s president, B. M. Harris, who 
is president of the Yellowstone Banks 
at Columbus and Laurel, Montana. 

The second speaker on the division’s 
program will be Dr. Ear] L. Butz, pro- 
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fessor of agricultural economics, a, 
Purdue University. Dr. Butz will aqd- 
dress the meeting on “America’s Job 
in a Changing World.” 

The third speaker on the program 
will be U. S. Senator Wallace F. Ben- 
nett, of Utah. Senator Bennett has 
chosen for his address the timely sub- 
ject of “Banking under Current Mone- 
tary Policies.” 

National Bank Division. This divi- 
sion will hold its annual meeting Mon- 
day afternoon in Constitution Hall. It 
will come to order at 2 o’clock. T. Allen 
Glenn, Jr., president, Peoples National 
Bank, Norristown, Pennsylvania, is 
president of the division and will open 
the meeting with his address. 

He will be followed on the program 
by the new Comptroller of the Cur- 
rency, Ray M. Gidney. Mr. Gidney is 
not scheduled for a formal address but 
will tender his remarks to the national 
bankers. 

Mr. Gidney will be followed by 
Casimir A. Sienkiewicz. Mr. Sienkie- 
wicz is president of the Central-Penn 
National Bank, Philadelphia. He has 
selected for the topic of his address, 
“A Banker Looks at the Current Pic- 
ture.” 

The concluding speaker for the 
meeting will be Dr. R. C. Young, pro- 
fessor of Philosophy, University of 
Georgia, Atlanta. The topic of Dr. 
Young’s address is “I am Glad To Be 
an American.” 

Trust Division. Another interesting 
meeting will be that of the Trust Di- 
vision. It also will have a Washington 
speaker in the person of J. L. Robert- 
son, member of the Board of Governors 
of the Federal Reserve System. 


Division President Robert A. Wil- 
son, who is senior vice-president of 
The Pennsylvania Company for Bank- 
ing and Trusts, Philadelphia, will open 
the meeting with his president’s ad- 
dress. He will be followed on the pro- 
gram by William S. French, Jr., chair- 
man, Fiduciaries Section, District of 
Columbia Bankers Association and 
trust officer and assistant secretary, 
American Security and Trust Conm- 
pany, Washington. Mr. Robertson will 
then deliver his address. 

The meeting will be held Monday 
afternoon in the Pan American Room 
of the Statler Hotel, and will begin 
at 2 p.m. 

Convention Committees. The Dis- 
trict of Columbia Bankers Associa- 
tion’s committee organization for the 
convention is headed by the General 
Convention Committee, of which Mr. 
Baker is chairman and Mr. Bisselle is 
vice-chairman. Other committee chair- 
men and vice-chairmen are as follows: 

Executive Committee: John A. 
Reilly, president, The Second National 
Bank of Washington, chairman. G. A. 
Didden, Jr., president, National Cap- 
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NOW._, BETTER COUPON BOOK AS A BY-PRODUCT 


OF PRE-SCHEDULING INSTALLMENT LOAN LEDGERS 


with the 


ACCOUNTING MACHINE 


Here’s something new in bank installment 
accounting! With the new and exclusive 
Burroughs Sensimatic Coupon-Ledger 
Plan you can now create a better coupon 
book at the same time as you pre-schedule 
installment loan ledgers. 


With the economical, easy-to-operate 
Sensimatic, personnel quickly become 
expert. And your customers will like the 
system, too. For one thing, coupons are 
clear and readable, give complete data, 
including the balance after each payment. 
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And service is speeded—in one bank 
where this plan is in use, five customers 
are served in the time formerly required 
to serve one. 


There’s no reason why you should not 
enjoy the time and money-saving advan- 
tages of the Burroughs Sensimatic Coupon- 
Ledger Plan in your installment loan 
operations. See for yourself how simple it 
is. Make it a point to call your Burroughs 
man soon—or write direct to Burroughs 
Corporation, Detroit 32, Michigan. 


© 
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How 
to 
turn 


MINUS 
into a PLUS 








Sometimes, when a good cus- 
tomer wants a commercial loan 
it looks as if you'll have to turn 
him down. If you do, you may 
be minus a customer, a loan 
and a profit. 

Many bankers have solved 





this problem by suggesting a 






field warehouse loan on the 






customer's inventory. Under 






this plan, Douglas-Guardian 





issues warehouse receipts on 





the borrower's merchandise 





without moving it off his prem- 





ises. Result: Your customer gets 





his money—your bank gets two- 





fold security (the warehouse 





receipts and the merchandise) 





and, of course, you keep a cus- 





tomer plus his good will and 





the profit on his loan. 







DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION 


118 N. Front Street 
New Orleans, La. 







Please have your nearest representative call 
on me. 












Address_ 








Your Name and Title 
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| Mr. 


ital Bank, vice-chairman. 

Arrangements Committee: A. S. 
Offutt, president, Anacostia Nationai 
Bank of Washington, chairman. Robert 
H. Lacey, vice-president, The National 
Metropolitan Bank of Washington, 
vice-chairman. 

Entertainment Committee: Corcor- 
an Thom, Jr., vice-president, The 
Riggs National Bank, chairman. Bar- 
num L. Colton, president, The National 
Bank of Washington, vice-chairman. 

Finance Committee: R. A. Norris, 
president, Lincoln National Bank, 
chairman, W. L. Sanderson, vice-presi- 
dent, Hamilton National Bank, vice- 
chairman. 

Halls and Meeting Places Commit- 
tee: J. D. Bowersock, executive vice- 
president, Union Trust Company, 
chairman. John C. McCormack, vice- 
president, The Riggs National Bank, 
vice-chairman. 

Hotel Committee: Frank M. Perley, 
vice-president, American Security and 


EVERETT 


(CONTINUED FROM PAGE 37) 

At the time he became president, he 
recalls, there were five banks in New- 
ark and the Park National, with re- 
sources of $1,576,000, was the small- 
est. It was then, after surveying the 
situation, that he decided to do some- 
thing about selling the bank’s services, 
which, in those days, meant largely 
obtaining new accounts. He became 
his own solicitor for new business, 
calling on the merchants and farmers 
in the area and as many others as he 
felt even remotely could be considered 
as prospects. 

New accounts, he admits, were diffi- 
cult to obtain. Many of those on whom 
he called already had established bank- 
ing connections and seemed to be in 
no mood to change. But he persisted, 
even through the days of depression 
when banks were closing. By 1936, 
some ten years later, resources had 
something more than doubled to reach 
$3,700,000. 

The going was a little easier in the 
middle and late thirties but Mr. Reese 
continued his calls on customers and 
prospects. The program was gaining 
momentum. By 1943, resources had 
gone up to $6,500,000. They continued 
to climb, with the result that today, 
with one less bank in Newark, the 
Park National occupies a leading posi- 
tion with resources exceeding $19,- 
000,000. It is with no little pride that 
Reese -explains that his bank, 
through its headquarters in Newark 
and offices in Hebron and Kirkersville, 


Trust Company, chairman. Danie] J. 
Callahan, Jr., vice-president, The 
Riggs National Bank, vice-chairman, 

Information and Publicity Commit. 
tee: W. H. Pardoe, vice-president, 
National Savings and Trust Company, 
chairman. Archibald McLachlen, vice. 
president and treasurer, McLacilen 
Banking Corporation, vice-chairman, 

Reception Committee: W. J. Waller, 
president, Hamilton National Bank, 
chairman. C. H. Pope, chairman of the 
board and president, Munsey Trust 
Company, vice-chairman. 

Registration Committee: T. J, 
Groom, president, Bank of Commerce 
and Savings, chairman. Frederick 
P. H. Siddons, vice-president, Ameri- 
can Security and Trust Company, vice- 
chairman. 

Transportation Committee: George 
M. Fisher, senior vice-president, The 
Washington Loan and Trust Company, 
chairman. J. C. Pyles, Jr., vice-presi- 
dent, The City Bank, vice-chairman. 


D. REESE 


is servicing 20,000 customers out of 
a total population in the county of 
70,000. 

He is quick to point out that by no 
means all of the credit for the bank’s 
progress was due to his personal calls. 
What the calls did do, however, was to 
give him a thorough understanding 
of the area’s requirements for bank 
services, for community service, and 
for bank credit. Even more important, 
it fixed in his mind the definite opinion 
that the greater the number of people 
who could be brought to use the serv- 
ices of his bank, and of the other 
banks, the smaller would be the pos- 
sibility of any criticism of the banking 
system. 

Against this background Mr. Reese 
has built his program. The city is the 
county seat and has a population of 
35,000, being approximately one-half 
of the total county population. Licking 
is the second largest county in land 
area in the State of Ohio, and is a 
leader in dairying and general live- 
stock. Lying in the foothills of the 
Alleghenys the county offers diversi- 
fied agriculture and oil and gas pro- 
duction which make an important con- 
tribution to its stable economy. Like 
most county seat cities, Newark is an 
important trading center, augmented 
by sound industry that is also well 
diversified. Among the many products 
manufactured are glass fibers, glass, 
truck axles, aluminum, plastics, stoves, 
home appliances, refining of oil, lawn- 
mowers and rope, fiberboard, elec- 
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puse 


Btronic devices and sporting goods, and 


ig sharing in defense work. Newark 
is an important division point of the 
Baltimore and Ohio Railroad and is 


served by this railroad as well as the 


Pennsylvania and the New York Cen- 
tral. 

3y 1935, the bank was already mak- 
ing consumer credit loans, on a direct 
basis, and in 1938 employed a full- 
time credit man to head the activity. 
By that time it was also making home 
and home modernization loans. It was 
making farm loans and was likewise 
making loans to small business, in- 
cluding term loans. 


Y 1940, the bank was engaged in 

a substantial public relations and 
promotion program. In 1944 the bank 
employed a full time advertising and 
public relations man who had a suc- 
cessful record of merchandising on a 
county wide basis. 

In practically all cases, the bank’s 
advertising is prepared to sell bank 
services, Mr. Reese points out. Even 
in the case of statement ads, the bank 
makes it a point to include a selling 
message with the figures. The various 
promotional activities include the use 
of newspaper display space, billboards, 
radio, letter campaigns, folders, book- 
lets, etc. The bank sets up a regular 
budget for advertising and public rela- 
tions, the amount equaling three per 
cent of gross earnings. Mr. Reese be- 
lieves that a well informed public is 
the sound foundation upon which to 
build a successful bank. Meetings of all 
employees are held regularly with offi- 
cers acting as instructors. _ 

The bank group is encouraged to 
participate actively in all community 
activities of a constructive nature. 
The day this writer was in Newark 
the public relations man, who is presi- 
dent of the county 4-H council, was 
directing the county-wide 4-H club 
achievement day. The council has 
1389 members and boasts of a 90 per 
cent project completion. 

Mr. Reese interjects the fact that 
the bank has been working with farm- 
youth groups for many years. By car- 
rying on a continuing program with 
these groups, he says, the bank can 
frequently prepare the way for later 
financing as the members of the 
groups start out for themselves. As 
an example, he cites the case of a 
young man who had married and 
wanted the bank to finance the pur- 
chase of a farm. The bank was able 
to make the loan because it had as- 
sisted him in building up a herd of 
cattle and in buying equipment during 
his 4-H days. He already had an 
ecuity to work with. 

Turning to the matter of aiding 
small business through term loans, 
Mr, Reese declares that the rewards 
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in this field are apt to be especially 
gratifying. There is a real thrill, he 
says, in seeing a small business grow 
and thrive. The job to be done in 
credit extension, however, is one that 
usually cannot be done with short- 
term credit, he points out. Longer 
term credit, tailored to meet each indi- 
vidual situation, is generally the an- 
swer. 

What the banker has to offer in 
credit may represent only a small part 
of what is required from him. The 
small business man also needs counsel 
and advice and here the part played 
by the bank can add greatly to his 
success, says Mr. Reese. 

Making term loans to businessmen, 
he adds, requires a study of their spe- 
cific problems. This takes a great deal 
of patience, time and effort, and a 
real knowledge of the problems of 
small business. The results come in 
loyalties and substantial balances cre- 
ated by the successful customers. 

One aspect of the program of mak- 
ing term loans that is frequently over- 
looked, he says, is the amount of time 
and service put into them by the bank 
and the related fact that they should 
command a higher rate of return than 
other types of commercial loans, pos- 
sibly through the application of a 
discount rate. 


Mr. Reese believes that greater 
study of small business is essential 
and notes that many material sources 
are available. He also recommends 
the building of small business libraries 
by banks and urges the holding of 
small business conferences in conjunc- 
tion with local schools and colleges. 

Mr. Reese himself has participated 
in the holding of two such conferences, 
one in 1949 and one in 1951. These 
were sponsored by Newark bankers— 
including President F. P. Kennedy of 
The Newark Trust Company; Presi- 
dent H. S. Ballinger of The Union 
Licking Bank; and President J. M. 
Miller of The First National Bank— 
and Denison University. They were 
acclaimed as highly beneficial by New- 
ark business men. 


N all types of business lending, Mr. 

Reese feels that business experience 
and the business viewpoint are ex- 
tremely helpful. He places a’ high 
value on his own business associations. 
He is a director of a number of busi- 
nesses and industries in central Ohio. 
He is a trustee of Denison University, 
Granville, Ohio, a trustee of the Deni- 
son University Research Foundation 
and of The Ohio State University 
Development Fund, Columbus, Ohio. 

Loaning officers of the bank are 
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located in a single room or department, 
adjoining the bank lobby. This ar. 
rangement provides for handling cus- 
tomers without delay. This is because 
each officer has a working knowledge 
of the various types of loans made by 
the bank even though he may have one 
type of loan in which he specializes, 

In a way, the loaning operation in 
Mr. Reese’s bank can be said to carry 
a special significance because of its 
relationship to bank profit. Mr. Reese 
firmly believes that the banking op- 
eration should be profitable. Good 
profits, in his opinion, are essential for 
operating a progressive and growing 
institution and are a means whereby 
officers and staff members qualified for 
bank work can be employed and re- 
tained on a basis that avoids the prob- 
lem of high turnover. 

He holds to short maturities in his 
bond account and makes no attempt 
at maneuvering the issues. He looks 
to the sale of bank services and to the 
return from loans for the bank’s major 
income. He believes that adequate loss 
reserves against loans should be per- 
mitted by tax authorities and set aside 
so that any loans questioned can be 
written off. He strongly advocates 
revision of the present regulation gov- 
erning the amount that can be allo- 
cated to reserves. 

Besides his devotion to banking and 
to business, Mr. Reese takes a keen 
interest, with Mrs. Reese, in com- 
munity affairs. Mr. and Mrs. Reese, 
the former; Martha Grace Miller, of 
Newark, were married in 1924 and 
have two sons and two daughters and 
one grandchild. Memberships are held 
by Mr. Reese in Sigma Chi, Alpha 
Kappa Psi, Mason (K.T., 32°, Shrin- 
er), The University Club, New York, 
Rotary Club, Newark, The Columbus 
Club, Columbus, Ohio, Rocky Fork 
Club, Columbus, American Legion and 
the Elks. 


CORPORATION 
VIEWPOINT 


(CONTINUED FROM PAGE 39) 


the quality of service the bank may 
have rendered the Company’s installa- 
tions, its national importance and its 
cooperation in directing investments 
to our investment divisions.” 

“It is our practice to analyze a bank 
before opening an account in it, and 
then to analyze it annually or semi- 
annually thereafter,” states the as- 
sistant treasurer of a huge company 
whose name is synonymous with the 
oil industry. The bank’s figures ai¢ 
compared with those of an “average” 
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hank compiled from Comptroller and 
F.D.I.C. statistics, to determine wheth- 
a it is above or below normal, and in 
what particular assets and liabilities 
it departs from the usual pattern. The 
oil firm considers the most important 
factor to be the ratio of risk assets to 
net worth, i.e., loans and discounts, 
bonds and securities other than U.S. 
governments, and real estate loans 
compared with surplus and undivided 
profits. 

“We believe it is of major impor- 
tance to know how much of a loss the 
bank can take in these risk assets 
before its capital becomes impaired,” 
the assistant treasurer explains. “If a 
bank does not meet our standards, it is 
our policy to reduce our balance or 
move to another bank. However, be- 
fore moving to another bank, we in- 


vestigate to determine if there are | 


some favorable factors concerning the 
present depository that we may have 
overlooked or which may not have 
appeared on the statement of con- 
dition. 

“It is our impression that with the 
exception of a few larger banks, the 
average bank statement contains only 
a bare minimum of information. We 
feel that very little attempt is made 
to explain the make-up of the various 
assets and liabilities listed. Under the 
circumstances it is sometimes difficult 
to get a true picture of a bank’s con- 
dition. We believe it would be better 
if the banker, before mailing his state- 
ment of condition to his depositors, 
would examine it with the same criti- 
cal eye that he examines a prospective 
borrower’s statement of condition.” 


HE Philco Corporation, Philadel- 

phia, makes use of eight formulas 
in rating depository banks. According 
to Cashier E. P. Moxey, these ratios 
are: 1. Cash and U.S. Governments 
plus risk assets less deposits and li- 
abilities to risk assets (this shows the 
margin of safety in risk assets). 2. 
Cash and U.S. Governments to deposits 
and liabilities (this is the liquidity 
ratio). 3. Capital accounts to total as- 
Sets less quick assets (this is known as 
the exposure ratio). 4. Cash and U.S. 
Governments plus 75 per cent of all 
other assets to deposits and liabilities 


(this might be called the “liquidation” | 
ratio). 5. Capital accounts to deposits 


(often used as a measure of capital 
sufficiency). 6. Net current earnings 
to capital accounts. 7. Net transfers to 
capital accounts related to capital ac- 
counts. 8. Capital accounts less fixed 
assets to deposits and liabilities less 
quick assets (whereas Ratio No. 3 
compares capital to risk assets, this 
ratio compares capital to deposits at 
risk and is said by Mr. Moxey to be 
especially helpful in the selection of 
depositories for company funds). 
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In order to accumulate the data, 
obtained from copies of the banks’ call 
reports, Philco makes use of a form 
for each of its depositories which 
shows comparative figures in thou- 
sands of dollars for the current year 
and for the past several years. The 
various ratios are computed and placed 
on the lower part of the form. Com- 
parative ratios for the current year 
are presented graphically, but in order 
to show long-term trends a sheet is 
prepared for each ratio showing index 
figures for each of the depository 
banks over a period of several years. 


S treasurer of American Telephone 
and Telegraph Company, John J. 
Scanlon maintains supervision over 
some 4,000 bank accounts, 200 of them 
being “fairly substantial’ disburse- 
ment and reserve ‘accounts. He states: 
“In developing our basis of operation, 
we have made studies and analyses of 
the banks’ operations on a system-wide 
scale for many years. We have ana- 
lyzed bank statements to determine 
various ratios and, at the same time, 
we have not overlooked other impor- 
tant criteria such as the size and com- 
munity standing of the individual 
bank, the convenience of its location 
and the ability of its directing heads.” 
“When we contemplate establishing 


a new bank account,” says Stuart F. 
Silloway, vice-president for finance, 
The Mutual Life Insurance Company 
of New York, “we make an analysis 
of the condition statements of various 
banks to see which of them appear to 
have the best ratios from the view- 
point of the large depositor. We are 
interested in banks that have adequate 
capital. Then we look at the distribu- 
tion of assets and generally we incline 
towards banks whose assets are in- 
vested along conservative lines. In 
some cases we make use of a detailed 
questionnaire form to obtain adequate 
information on character and quality 
of assets. We have found this form 
very helpful, but the use of such a 
form does not make all bankers par- 
ticularly happy.” 

Ford Motor Company also makes 
use of a special questionnaire form, 
in compiling semi-annual bank anal- 
yses. Last year it broke this data down 
into size groups, and provided the 
banks with “average” figures for like 
institutions, so that they would have 
opportunity for making their own 
comparisons. According to Treasurer 
L. E. Briggs, while his departments 
make a very exhaustive statement 
analysis the results are considered 
merely “supporting” rather than con- 
clusive, and the analyses are made 
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primarily for purposes of safety. 

A top chemical company that sim. 
ilarly analyzes at periodic intervals 
the statistical position of its deposi- 
tories has found the procedure helpfy] 
chiefly as a preliminary “sorting de. 
vice” in measuring the relative ability 
of the banks to remain operating undey 
assumed severe adverse economic con- 
ditions. “We have reservations about 
extending its use beyond that point,” 
says an assistant treasurer in the 
firm’s banking division. He adds: “Any 
analysis method must necessarily em- 
ploy somewhat arbitrary formulae 
which, of course, affords opportunity 
for strong differences of opinion.” 


RELATIVELY simple method of 
rating banks is used by one of the 
largest electrical manufacturing or- 
ganizations. “Our first concern is for 
the safety of our money,” the treas- 
urer explains. “Attention is given to 
the bank’s loan to deposit ratio; loans 
to capital and surplus; earnings; and, 
in some cases, to the character of man- 
agement. The size of our balance is 
limited to 10 per cent of the bank’s 
capital and surplus, except in special 
situations—such exceptions being few. 
In a plant city where there are two or 
more banks that equally meet our re- 
cuirements as to safety, there would 
selection of a 
bank: size, strength of the board of 
directors, competence of officers, con- 
venience of location, ability to serve, 
aggressiveness, etc.” 
While the Pacific Mutual Life In- 
surance Company, Los Angeles, uti- 
lizes a rating formula as one of sev- 
eral factors employed in the selection 
of a depository, the location of the 
banking office has within the past five 
years become of much greater signifi- 
cance than formerly. Out of 120 serv- 
ice accounts, the firm has shifted six 
within the past two years because of 
location, states Lyman P. Robertson, 
vice-president and treasurer. 
“We have for a long period main- 
tained what we term a ‘Trend Index’ 
to rate our banks of deposit,” reports 
the treasurer of a big soap company. 
“This is a very simple formula in 
which we roughly evaluate the liquid 
| assets of the bank and determine the 
_ ratio of these to the total deposits. 
| In doing this we give some recognition 
to assets other than cash or govern- 
ments. At the same time we make a 
determination of the fixed assets to 
capital and deposits to capital. While 
we have seen many very complicated 
analyses made of banks we do not 
think that much is gained for the 
_ additional work involved. We, of 

course, make a much more detailed 

analysis in those cases where the 

Trend Index seems to be out of line 
| with our conception of good banking. 
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We feel that as a factor in selecting 
the bank we would weigh this Trend 
Index almost equally with our rating 
if the management of the bank, a 


much more difficult evaluation to ob- | 


ain. In selecting a new bank, a poor 
showing of the Trend Index would 
ertainly make us shy away.” 


WA ANY large corporations do not 
Wl make use of rating formulas or 
regularly analyze bank statements, 
feing that such procedures are im- 
practical or that the results in com- 
yarison with the effort are of ques- 
tionable value. 

“The fixing of specific rating for- 
mulae governing selection of particu- 
lar banks seems to me to be a difficult 
thing, as the various elements which 
would constitute such formulae must 
vary in importance according to local 
onditions,’” comments William J. 
Hogan, vice-president and treasurer, 
American Airlines, New York City. 
He lists the following factors as carry- 
ing considerable weight in their bank 
selections: 1. The standing of the bank 
in its community. “Public relations is 
an especially important item in the 
conduct of our business,” Mr. Hogan 
explains, “and we are particularly in- 
terested in banks that are active in a 
community development sense.” 2. The 
potential services the bank can render. 
3. Geographical convenience to Ameri- 
can Airlines facilities. 4. The financial 


sposition of the bank and the disposi- 


tion of its assets and capital. 

Says F. A. Reeves, secretary and 
treasurer, General Steamship Corpor- 
ation, Ltd., San Francisco: “We have 
maintained sizable accounts with sev- 
eral different banks on the Pacific 
Coast for many years, and have en- 
joyed the continual friendship and 
personal contact with the officers and 
personnel at all times. We, therefore, 


do not make use of specific rating for- | 


mulas in selecting the banks in which 
our accounts are maintained.” 

A giant in the automotive industry 
also makes no use of a statistical 
rating formula, in selecting bank con- 
nections. Its choice is based on the 
particular needs involved, and the 
larger banks with more complete fa- 
cilities are usually given preference. 

On the contrary, a Philadelphia 
manufacturer whose business is con- 
fined to supplying products to auto 
manufacturers and railroads has in 
many instances decided not to use the 
largest bank in a given location. “Our 
reason for this,” asserts the treasurer, 
‘is that we want our account to be of 
personal interest to the officers and 
directors of the bank.” 

“We do not use any specific rating 
formula in selecting banks,” affirms 
John B. Noone, secretary and assistant 
treasurer, Standard Brands _Incor- 
porated, New York City. “We are 
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This photo of the Auto Bank of the Santa 
Monica (Calif.) Commercial Trust & 
Savings Bank deserves careful study. 


Note the walk-up window in the end, the drive-in window in 
the left side. Not shown in the photo, but an important feature of 
this modern arrangement, is a window in the right side—without 
canopy so that trucks may drive up to the window. 


Whatever your problems may be, a Herring-Hall-Marvin 
specialist in modern banking equipment can offer a practical solu- 
tion. Your inquiry will receive prompt and careful attention, based 
on our extensive experience in the engineering and installation of 
all types of drive-in and walk-up windows. 





An important feature of all H.H.M. drive-in 
and walk-up windows is push-button con- 
trol of the sliding drawer depository. The 
teller pushes a button and the drawer slides 
out to the customer—smoothly, soundlessly. 
Another push of the button and the drawer 
returns to normal position. Two-way con- 
versation may be carried on at all times. 


FREE—“‘A PRACTICAL MANUAL OF 
PROTECTION. EQUIPMENT.” A 36-page 
book, filled with a wealth of information to guide <~ 
banking officers in the selection of equipment and to assist 
vault custodians and others in the maintenance of equip- 
ment. Just ask for it on your business letterhead. 














Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U. S 


SILVER STORAGE VAULTS AT WEST POINT 
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quite decentralized from the stand- 
point of district and area collection 
points for customers’ accounts, which 
necessitates a large number of bank 
accounts throughout the country. In 
many of these cases, such items as 
accessibility to our location, night de- 
pository, special services, required, 
etc., are of importance in addition to 
the considerations of financial position 
and management.” 


ieee International Minerals 
& Chemical Corporation, Chicago, 
does not use a rating formula, but in 
selecting banks it gives heed to several 
basic factors. “The exact sequence and 
importance of the factors vary some- 
what according to the amount of funds 
to be carried in the bank, the size of 
the institution with respect to the 
area it serves, and’ the character of its 
customers and the general industries 
of the community,” reports Arthur R. 
Cahill, assistant treasurer. “We con- 
sider the ratio of equity ownership to 
deposits as being very important. 
While recognizing the need of banks 
to invest funds and maintain satis- 
factory earnings, we watch the liquid- 
ity ratio. In instances where banks 
appear to have a high ratio of loans 
and investments to deposits, we may 
seek detailed information on the char- 


acter of the loans and the securities 
portfolios.” 

In selecting a new depository, a big 
Chicago meat packing firm with sev- 
eral hundred bank accounts through- 
out the country is guided to a large 
extent by the check-up it makes 
through correspondent banks, accord- 
ing to the vice-president and treasurer. 
However, he adds that this is “in ad- 
dition to our own analysis of the 
bank’s figures, which takes into ac- 
count the bank’s capital funds in re- 
lation to its deposits, the amount of 
capital funds tied up in fixed assets, 
and the available capital funds in re- 
lation to risk assets.” 

Of course, the companies utilize the 
banks for many other purposes besides 
cash depositories. Joseph H. Detweiler, 
secretary and treasurer of Argus 
Cameras, Inc., points out that his or- 
ganization also uses the banks as a 
source for short-term funds, as a 
registrar and transfer agent for its 
common stock, for the clearing of for- 
eign credits and charges, and as 
trustee for the Argus profit-sharing 
fund. 

It appears from the survey replies 
that corporations, whether or not they 
use exhaustive statistical guides, do 
take many factors into consideration 
in choosing the banks with which to 





WE CAN PROVE IT! 
Check Mailer 


ALL-PERSONALIZED 


SPECIAL CHECKING PLANS 
are the best value in the field! 


e Bank pays nothing in advance. 


e Our charge for checkbooks includes 
all operating supplies and continuous 
merchandising aids. 


e We personalize or you imprint on 
premises with our equipment. 


CHECKMASTER SYSTEMS, 400 Madison Ave., N.Y. C. 
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do business. Valuable “selling too's” 
for the banks would appear to be such 
advantages as a strong capital posj- 
tion, above-average liquidity, 
located offices, and widely known off. 
cers and directors. 

2. What yardsticks are used to de. 
termine the account balances to be 
maintained? Do you have any com- 
ments regarding bank service charvjes? 

In general, the attitude of corporate 
treasurers appears to be that they 
prefer to maintain sufficient balances 
rather than to incur service charges, 
Some of them have rather strong views 
on the multiplicity of account analysis 
plans that they encounter. 

“It is our practice to maintain bal- 
ances in the banks in accordance with 
our short-term cash needs,” states the 
assistant treasurer of an oil company. 
“We do at all times try to maintain 
a balance with the bank that will en- 
able it to earn a fair return. If a bank 
can show us:that the account is being 
operated at a loss, we will usually in- 
crease the balance. If the bank’s con- 
dition is not the best according to our 
analysis, we will probably resist in- 
creasing the balance and instead may 
accept service charges. The size of our 


bank balances is dictated primarily by | 


operating requirements and_ second- 
arily by our policy of leaving balances 
commensurate with activity. 

“Bank service charges are an im- 
portant factor outside of New York, 
particularly in our marketing opera- 
tions. Because of the large and in- 
creasing number of our retail credit 
accounts we have experienced sub- 
stantial growth in deposit activity 
which, of course, is translated into 
higher aggregate service charges. We 
find in the main that the larger banks 
treat service charges and analysis 
credits with a fair degree of uniform- 
ity. Some of the smaller banks vary 
widely in service charge rates and 
practices. One practice that is particu- 
larly unpalatable is that of computing 
analysis earnings on the basis of the 
minimum balances during the month.” 

One enterprise that makes a very 
careful analysis of its bank accounts 
is Ford Motor Company. A major pur- 
pose of this is to hold balances to a 
reasonable level, and if the analysis 
of an account shows a disproportion- 
ately high profit, Ford may activate 
an additional account in another bank. 
Conversely, however, the analysis may 
result in a balance increase if it shows 
the account to be unprofitable, or the 
profit is comparatively low. Treas- 
urer L. E. Briggs adds that it is now 
Ford’s policy to activate as many dor- 
mant accounts as the company’s oper- 
ations justify, and he asserts that the 
way in which a bank handles collec- 
tions is a factor of primary impor- 
tance to his organization. 
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Contrary to Ford’s policy, Mr. Rob- 
atson of Pacific Mutual Life Insur- 
ance Company says: “The amount of | 





ounts does not bother us either from | 
the minimum or maximum, and we do | 
not divide up our service account busi- , 
yess merely because the bank is earn- | 
ing a better than average profit.” 


Pacific Mutual does not use the M 0 D F R N 


hank wire to shift or centralize its BRANDT AUTOMATIC CASHIERS 


funds, employing it only in connec- 
tion with the purchase and sale of 
securities. “We have evidence that 
leads us to the belief that whatever 
good we obtain through speed in the 
marshaling of funds is offset by the 
ill-will engendered, since the service 
account bank wants to keep his float,” 
Mr. Robertson observes. 

“While we are generally successful 
jn avoiding service charges through 
maintaining minimum balances (we 
have our own analysis division), we 
occasionally get charged,” Mr. Robert- 
son continues. “Invariably this is by 
a bank that does not attempt to use a 
realistic formula. If a New York bank 
can allow a 2 per cent interest factor 
on average daily balances, it seems a 
little ridiculous for a South Dakota or 
a West Virginia bank to allow only 
1 per cent on the minimum monthly 
balance. Even among New York banks 
there are many variances in the sev- 
eral formulae. On the other hand, the 
frequent revision of the formula by 
one Pennsylvania bank gives its cus-' 
tomers the feeling that at least that’ 
bank is making an effort to be real- 
istic.” 
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BRANDT AUTOMATIC BRANDT AUTOMATIC 
CASHIER — Delivery CASHIER — Trap door 
chute type. Coins de- type. Coins delivered to 
livered direct to custom- customer by operator 
er upon depression of a following depression of 
single key. a single key. 








@ 99 keys for speedy, absolutely accurate 
coin paying ... one key for each amount 
from 1 cent to 99 cents, inclusive 

| @ plus 5 change accommodation keys to de- 
HE treasurer of a soap manufac- | liver split change 
turer expresses a common senti- 

ment when he declares: “We are 

very much opposed to paying service 
charges and much prefer, in general, 
to maintain balances in those banks 
with whom we do business which will 


@ removable coin magazine for quick and ‘ 
convenient storage 

@ automatic coin payment control prevents 
depression of keys involving channels in 
which coins have fallen to a low point 


compensate them for the services that @ soft, rich, non-glaring gray finish . . . dur- 
they perform for us. We do not believe able baked on enamel 

that the maintaining of these balances ®@ individually adjustable feet permit Model 
costs us nearly as much as the account- 150 to be set at a height to suit teller's 
ing and nuisance of service charges.” preference 

The treasurer also comments: “With ®@ Model 250 can be supplied with delivery 
today’s rapid means of transferring chute on either right or left side... a 
funds, the fact that our cash is divided choice of seven lengths of chutes 


among numerous banks rather than . ; . 
being concentrated in a few has offered Other Brandt products include machines for sorting, 


no difficulties. We have also found that counting and packaging coins, coin storage trays and 
maintaining such balances has enabled | coin wrappers and bill straps 


us to operate with comparatively few | 
Wire transfers. In general, when in 
temporary periods our cash exceeds 


the amounts necessary for the opera- | 


tion of the business, our policy has | AUTOMATIC CASHIER co. 


been to put these funds into Treasury Wistertown, Wiscentin 
bil's.” S 
or Established 1890 
Inlike the soap manufacturer, a er 
large producer of building materials 
In Chicago in some instances prefers “Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
to pay services charges. The treasurer | 
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ice charges except 
where we prefer a service charge to 
carrying a sustaining balance. We find 
that the small banks prefer this too.” 

The assistant treasurer of the chem- 
ical firm writes: “The distribution of 
company bank balances is reviewed 
periodically. In general, the size of 
balances maintained with any bank 
depends on various factors such as the 
extent of company banking require- 
ments and activity in the particular 
community or area, the bank’s statis- 
tical position, balances required to 
compensate the bank for services ren- 
dered to the company, and the bank’s 
past relationships with the company.” 

The treasurer of the electrical prod- 
ucts manufacturer points out that 
many banks feared adoption of the 
bank wire service would reduce cor- 
porate balances to a minimum and 
keep them there. “It has not worked 
out that way,” the treasurer asserts. 
“With money only 30 minutes away, 
we are less prone to draw it in, prior 
to actual need, than we were hereto- 
fore.” 

This same manufacturer finds that 
service charges are a problem in some 
locations. “While we, of course, do not 
like to pay them, we do recognize that 
they are justified from the bank’s 





explains: “We are not affected by serv- 
in small banks ~ 


point of view,” the treasurer says. 
“My only comment on service charges 
is that all must remember they were 
generally born of the depression and 
low interest rates. As the interest rate 
rises, the banks should not attempt 
to hold on the service charge income 
while reaping a higher yield on their 
investments.” 


‘¢—N the matter of balances to be 
maintained, American Airlines 


sets up a base figure that will compen- - 


sate the bank for services perforimed 
and we do not permit balances to fall 
below that point,” declares William J. 
Hogan. “As to account analysis, we 
think there is some need of liaison be- 
tween the bank and its customers who 
wish to keep their accounts in adequate 
funds, without the necessity of paying 
service charges or of having the bank 
undertake to perform functions for 


-which it is not compensated. A smaller 


bank sometimes holds back from point- 
ing out such a situation because the 
customer is a large company, and the 
bank hopes that the balances may of 
themselves improve. Banks employ 
good-sized analytical staffs to analyze 
account earnings and activity costs. 
Why not periodically give customers 
the benefit of such analysis by sending 
out a short digest of their account 
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activity, or at least by publishing g 
leaflet outlining the basis of figuring 
service costs?” 

The treasurer of a nationally-knowy 
container manufacturer says that 
“there has been no particular change 
in recent years in our thinking as to 
the bank balances to be maintained, 


We do make use of the increased shift. | 


ability of funds through one of our 
banks here in Chicago by means of 
which we reimburse the imprest ac. 
counts carried by our plants. We have 
service charges on a few of our plant 
bank accounts although generally 
speaking we carry balances which are 
large enough to offset such charges, 
I would like to’ call attention to the 
fact that the two banks which make 
the largest service charges per check 
cleared are banks that have no com- 
petition in the locations where our 
plants are.”’ 

The Pacific Telephone and Tele- 
graph Company, San Francisco, has 
not developed any specific formula or 
criteria to determine the amount of 
balance to carry with an individual 
bank. ‘‘We are inclined to give weight 
to the amount of loans we have out- 
standing with a bank,” says G. L. 
Harding, secretary and treasurer. “We 
are inclined to believe there should be 
some relationship between our balance 
and the volume of work a bank does 


: for us.” It is the company’s practice 


_ to maintain commercial accounts with 


all clearing house banks in its four 
operating cities, namely, Seattle, Port- 
land, San Francisco and Los Angeles, 
and in no others. 

The matter of regulating balances 


in some 3,700 bank accounts in ap- 


proximately 2,500 banks is the overall 
responsibility of the treasurer of a 
major life insurance company. The 


| principal banking service required in 


its vast operation is the collection and 
concentration of premiums and other 
payments. Disbursements are made 
from the Home Office and Head Office 
accounts, and it is therefore necessary 
to regulate the flow of funds into these 
accounts with due regard to the ade- 
quacy of balances maintained in the 
banks that receive collections. ‘“Al- 
though it is the essence of our com- 
pany’s business to keep its funds 
closely invested,” the treasurer com- 
ments, “we strive to keep balances 


| sufficiently large to compensate for the 


activity of our accounts and to provide 
a fair profit. At the same time, an ef- 
fort is made to maintain bank balances 
in such a way that as equal a propor- 
tion of balances to premium income as 
possible is preserved within the areas 
from which that income is drawn. 
“The activity of our District Office 
accounts has increased considerably 
with the advent of special checking 
accounts and their widespread use by 
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the oublic,” the treasurer adds. “It is 
generally possible to maintain sup- 
porting balances by delaying remit- 
tances from our field installations. 
Nevertheless, there are situations 
where, because of the nature of a 
bank’s analysis formula, it is imprac- 
tical for us to try to achieve com- 
pensating balances. In many of those 
instances the activity of the account 
is reduced by having our installations 
mail their check collections to banks 
within their financial areas in which 
we maintain reserve accounts, and 
where balances are sufficient to sup- 
port the expense.” 

A large Chicago meat packing firm 
maintains several hundred bank ac- 
cunts throughout the country, it 
being necessary to have a local depos- 
itory wherever the company has a 
branch house or plant. The vice-presi- 
dent and treasurer describes the com- 
pany’s handling of these funds as fol- 
lows: “Our bank accounts fall into 
two categories: one which we term 
branch house depositories, with- 
drawals from which are automatic 
through daily transfer drafts drawn 
by our local cashiers; and the other 
classification being what we term our 
concentration banks located in the 
various Federal Reserve cities where 
we have our important lines of credit. 
The latter accounts are old established 
connections where lines of credit have 
been available to us for close to 50 
years, and where balances are main- 
tained commensurate with the credit 
line placed at our disposal. Wherever 
we have a line of credit we endeavor 
to create activity in the account from 
a depository standpoint and, generally 
speaking, our line banks are used as 
a collection medium for the transfer 















drafts drawn by our branch house 
cashiers. We also have lines of credit 
with a good many of our branch house 
depositories where the activity in the 
account is sufficient to create a balance 
to support a line of credit. We are an 
active user of the bank wire in trans- 
ferring funds daily from our concen- 
tration banks to our plants in various 
sections of the country where we have 
substantial cash payments to make 
each day.” 


ETURNING to service charges, 

it is apparent that many of 
the financial officers view them with 
a somewhat critical eye. “I think that 
they would unanimously agree that it 
would be helpful if banks could stand- 
arcize on an equitable basis the meth- 
od: used to calculate service charges,” 
cor:ments Mr. Cahill of International 
Miverals & Chemical Corporation. 
“Tiere seem to be almost as many 
varieties of formulas as there are 
coi nty bank associations.” 
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CLUBTROLLER pocket filing 
sheets and binder contain all the 
necessary ledger information for 
1000 accounts. Patents pending. 


RAND M‘NALLY’S. 
mew Clubticller system 


Rand MENally has developed a new combination filing and posting system 
which effects tremendous savings in record keeping time. First tested and 
proved in a large Chicago bank, now more than half a million Christmas 
Club accounts are being kept on CLUBTROLLERS. 

The CLUBTROLLER Pocket Filing Sheet system eliminates all nee for 
maintaining ledger cards or ledger sheets. The use of the COUPON itself, 
which carries all the necessary ledger information, including date of pay- 
ment, account number, payment number and accumulated balance, serves 


as a perfect posting record when filed in the CLUBTROLLER. 

Sorting of the coupons is reduced 90%! Coupons need only be sorted 
by color for each class, then by 100s. Thereafter it is a very simple and 
speedy operation to insert the coupons of each 100-group into the correct 
pockets since all are in view and easy to reach at one time. Thus the time- 
consuming numerical sequence sorting is eliminated. 

This new system will save time and money for your bank — write for 
further details on the Clubtroller System and on Rand M¢Nally’s full line 
of Christmas Club Supplies. 


RAND MSNALLY & COMPANY 


CHRISTMAS CLUB DIVISION 


111 EIGHTH AVENUE, NEW YORK 11 e P. O. BOX 7600, CHICAGO 80 











NEW ZEALAND 


Over the past 87 years THE 
COMMERCIAL BANK OF AUSTRALIA 
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treasurers generally proved to be fair- 
minded over the basic service charge 
principle, and to have a reasonable 
attitude toward its application to their 
accounts. The vice-president and treas- 
urer of a well-known food packing 
company in San Francisco exemplified 
this with the following comment: “We 
recognize that banks have to make a 
profit like any business organization 
and are, therefore, entitled to average 





balances that will permit them to nake 
an earning, and we realize that proper 
service charges have to be made fop 
the services which they render.” 

The second installment of this two. 
part report will be published in the 
October issue of Burroughs Cleuring 
House, and will cite treasurer view. 
points on bank officer calls, bank lend- 
ing policies, and special services being 
rendered. 


STREAMLINING OPERATIONS 


(CONTINUED FROM PAGE 42) 
Journal as equal debit and credit 
tickets are prepared by each teller. 


| These tickets are posted directly to 





the general ledger accounts along with 
any entries made by the central proof 
department if such is employed. 

In banks where tellers handle the 
opening of new accounts, we discuss 
the possibility of having this done at 
a desk instead of at the windows. This 
would relieve the tellers of a time- 
consuming operation that adds to lobby 
congestion and may annoy waiting 
customers. Also, it would provide a 
better opportunity to explain and sell 
the bank’s services, and to foster a 
close, friendly relationship from the 
start. 


General Ledger 


Another recommendation which we 
make in conjunction with machine 
posting the general ledger is the use 
of correlated numbering on the debit 
and credit tickets, general ledger 
sheets, and daily statement. It is then 
possible for any member of the staff 
to post the general ledger and prepare 
the daily statement, and the sorting 
of tickets in account order is 


| facilitated. 


| 


| deposits. 


Proof Operation 


Another loss of tellers’ time at the 
window, in some smaller banks, comes 
from having to prove deposits. Even 
in $2 million and $3 million banks 
where activity warrants, we advise 
centralized proof, utilizing a_ block 
system or proof machines. In the small 
institutions, the bookkeeper can double 
as the proof clerk. Central proof per- 
mits faster service to customers, facili- 
tates the balancing of cash, and 
eliminates unnecessary duplication of 
running and re-running checks and 
As a consequence fewer 
tellers are needed. 

One problem sometimes encountered 
in a small proof operation stems from 
the practice of running notes, 
loan payments, savings deposits and 
withdrawals, and other transactions 


through the proof machine. As activity 
grows, these banks find they have 
overly complicated the proof job, at 
best a difficult one for juniors, by not 
confining it to checks and commercial 
deposits. We advise running just the 
totals on savings, notes, etc., through 
the proof machine, to adjust general 
ledger accounts. 


Commercial Bookkeeping 


Where surveyed banks are using 
dual posting, we are suggesting that 
they change to a microfilm single post- 
ing plan. 

We recognize, of course, that there 
are marked differences of opinion on 
this subject. We have had a few 
objections from banks, to the effect 
that they had tried single posting and 
that it “didn’t work.” In every such 
instance, however, investigation re- 
vealed that the system wasn’t being 
operated properly. 

Basically the successful operation of 
microfilm single posting, we explain, 
requires among other things the fol- 
lowing steps: Defer all work (where 
legally permissible) until the follow- 
ing morning, including the last day of 
the month; post all deposits and all 
checks in one _ posting operation; 
photograph all statements at the end 
of the month in strict alphabetical 
order, whether or not they are ren- 
dered to the customer; use a single- 
copy statement form which must have 
a stub for recording account activity; 
supply a predetermined debit and 
credit total for each ledger. 

The following advantages to single 
posting are cited: Only one posting for 
each account, saving time and reducing 
the number of possible errors; less 
operator fatigue and monotony; 
greater flexibility of training because 
of a wider diversification of work; 
inexperienced help can assist to a 
greater degree as more of the opera- 
tion is removed from the bookkeeping 
machine and simplified; and a con- 
siderable saving in stationery costs. 
Also, filming of statements drastically 
reduces the need for storage space, and 
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simplifies future reference by eliminat- 
ing the problem of withdrawn or mis- 
placed statement sheets. 

To demonstrate the effectiveness of 
the microfilm single posting system in 
gperation, we have prepared a 22- 
minute sound film that depicts the 
daily work of two bookkeepers in an 
imaginary small bank. The narrative 
follows in exact chronological sequence 
each of the steps performed by the two 
operators, and the various advantages 
of the plan are explained as the pro- 
cedures are being depicted. The film 
is shown in the surveyed banks, and 
to other interested groups upon 
request. 

However, the question of single vs. 
dual posting is only one of the many 
phases in the bookkeeping operation 
that is considered. For instance, we 
often find that banks are balancing too 
many bookkeepers to one total. Our 
recommendation is that each book- 
keeper be permitted to _ balance 
independently, so that the more exper- 
ienced operators will not be penalized 
and the amount of work to be checked 
when out of balance will be held to a 
minimum. 

The majority of surveyed banks 
were not closing off all regular com- 
mercial accounts monthly. We have 
advocated 100 per cent rendition of 
statements for these reasons: custom- 
ers will be able to reconcile each month 
and report discrepaacies earlier; the 
bank obtains a comparatively inexpen- 
sive form of audit; and check files are 
cleared. We further recommend that 
insofar as possible all statements be 
mailed, to reduce lobby congestion and 
conserve staff time. 

Many banks ere still examining all 
checks for correct endorsement. Their 
check paying operation would be 
speeded up if they eliminated this 
practice, except perhaps for items over 
agiven amount such as $100 or $500. 
They would find that few paid items 
would be returned by customers for 
improper or missing endorsements, 
and these could always be forwarded 
“without entry” to the sending bank 
which has guaranteed prior endorse- 
ments. 

Two of the common problems at 
month-end when preparing statements 
for rendition to customers is the time 
spent in folding statements either two 
or three ways as well as determining 
postage by weighing all envelopes. In 
this regard we have designed a com- 
mercial statement which only requires 
one fold, directly in half. As the result 
of our recommendation a number of 
banks have adopted an identical state- 
ment and the window-face envelope in 
which it is inserted. To eliminate most 
of the weighing to determine postage 
we suggest that banks establish a fac- 
toi as to the number of small and large 
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checks making up 3c and 6c mail. It 
is then an easy matter when stuffing 
statements to keep the mail segregated 
in separate groups by weight using 
the established factors. The mail is 
later stamped accordingly. 

We are advocating in our operations 
surveys, that banks should photograph 
all of their ‘‘on us” checks. This prac- 
tice provides a complete photographic 
record of all checks, to aid in checking 
for incorrect postings on customers’ 
accounts. It also has considerable ad- 
vertising value, as it is a valuable 
protection for customers as well as 
the bank. 

On their statement forms, some 
banks warn that if no error is reported 
within a certain number of days the 
account will be considered correct. The 
following wording is suggested as a 
possible alternative: “A reconcilement 
form has been provided on the reverse 
side for your convenience. Co-operation 
in promptly reconciling the account 
and immediately reporting any dis- 
crepancy to this bank will be appreci- 
ated.” 
ferred to enables the customer to 
follow a specific method in reconciling 
his account. As a result of using it we 
believe that the number of requests 
from customers to balance their state- 
ments is reduced. 

On stop payments, we commend for 
consideration a large caution form 
that covers the statement completely, 
rather than a small slip. We have 
found that when the statement is thus 
covered, and the blanket must be re- 
moved before posting, more care is 
exercised in watching for checks on 
which there are stop payment orders. 

Whether or not a bank adopts 100 
per cent rendition of statements, we 
suggest that the purchase of a small 
addressing machine would be benefi- 
cial. It would substantially reduce the 
time required to caption new state- 
ments, typographical errors would be 
eliminated, and any employee (not 
necessarily a typist) could do the work 
accurately. The machine can be used 
for many other purposes also, such as 
captioning service charge tickets, safe 
deposit box rental notices, mortgage 
notices, etc. 

Microfilming 

We have found that most banks are 
handling a much larger check volume 
than they had a few years ago. Many 
of them are still doing it with the 
same old methods and equipment that 
are now costly and inefficient. Most 
leaks in efficiency are small ones, but 
generally the greatest waste is the 
needless repetitive handling of items. 
Part of the solution for “bogged 
down” operations is the employment 
where practicable, of machines that 
combine more than one operation. In 
this connection we often find it desir- 


The reconcilement form re- | 





GREATER PROTECTION 
FOR WRAPPED COINS 


‘STEERS monG’ 


OLD STYLE 


COIN WRAPPERS 


Made of stock that is 10% to 30% 
stronger hence afford greater protection 
from breakage if dropped or roughly 
handled. Indicia, figures and letters 
printed in colors for triple designation 
and greater speed in handling. 





COLOR 
IDENTIFIES 
, CONTENTS 


Rainbow COIN WRAPPERS 


The color enables Teller to identify denom- 
ination of contents instantly ...red for pen- 
nies, blue for nickels, green or dimes, orange 
for quarters, yellow ‘for halves, grey for dol- 
lars, prevents transposition. Indicia also 
designed a. Strong, and with taper- 
ed edges. Save time! 


FLAT STYLE 


a 
TENSILE STRENGTH 
OF 60 LBS! 





FEDERAL BILL STRAPS 


So extra strong, made of quality Kraft paper 
with a breaking strength of 60 Ibs. per sq. 
inch...they protect longer. Normal and re- 
verse ‘figures, with color (11) for each de- 
nomination, instantly reveal value of package 
= no matter in what position. Superior to use 
|, in every way. 





‘STEERS &<1RONG 
COLORED 
BILL STRAPS 


OUGH! 


i A favorite with Banks. 

extra strohg...in 7 colors 
for quick identification of package and 1%” 
wide affording ample space for marking and 
stamping. Colored pees prevents transposi- 
tion. They're a quality item: 


SEND FOR FREE sampces 


The €. L. DOWNEY CO. 
Dept.B «¢ HANNIBAL, MO. 















BUG SOE ON cca den secoseon ses 






but FRIENDLY ! 


With assets of more than 
{$300 Millions, over 1,200 
ru employees and 33 strategically- 
located offices, we can handle your 
largest Arizona transaction. 


Yet this friendly bank 
guarantees personalized attention 
to your smallest 
customer, too! 
ARIZONA'S 
STATEWIDE 
BANK 


Home Office: Phoenix 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


“STA 


Wherever money is wrapped! 






Heavy Duty 


CARTRIDGE 
COINTAINERS 
* Easier Filling 


’ * Safer Handling 
* Clearer Printing 








A Complete Line of Money Wrappers 





Cartridge Cointainers Currency Straps 
ABA Style Straps 


Auto-wrap Bill Bands 


Tubular Coin Wraps 
Window Coin Wraps 


Send for Free Samples 
STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 










| greater 
| policy of our bank to transfer all 
| savings accounts, regardless of bal- 





able to recommend that a bank obtain 
microfilm equipment that will enable 
them to endorse transit checks or face 
cancel “on us” checks as they are being 
photographed. 

To relieve storage space we believe 
that banks should photograph old 
records insofar as is possible. 

Savings Operation 

Many banks are now having all new 
savings depositors place their signa- 
tures on the ledger cards as well as 
on the signature cards. They are also 
attempting to obtain the signatures 
of all present customers on the ledger 
cards, whenever the opportunities de- 
velop to do so. Having the signatures 
on the ledger cards is particularly help- 
ful, since reference then has to be 
made to only one record in handling 
many transactions. Our experience in 
this respect has been excellent; the 
concerted effort of our savings tellers 
has provided us with signatures of 
more than 90 per cent of the accounts. 
And, we know of several smaller banks 
that have done equally well. 

In some of the banks surveyed, 
inactive savings accounts are not seg- 
regated from the active ones. We 
recommend such a separation, to save 
current handling time and to obtain 
audit protection. It is the 


ance, into the inactive ledgers if they 
have had no activity for three years, 
including entry of interest in the 
passbook. 

To assist surveyed banks in study- 
ing various ways of determining bal- 
ances on which interest should be 
paid, we provide them with a 
copy of the highly informative booklet, 
“Methods and Procedures in Comput- 
ing Interest on Savings Deposits,” 
issued by the Savings Division of the 
American Bankers Association. 

We advocate that savings ledger 
cards be filed numerically and the 
signature cards alphabetically. Under 
this arrangement we have been recom- 
mending that banks eliminate separate 
cross reference records which are then 
an unnecessary duplication. 


Loan Servicing 


As a way to reduce window work and 
simplify the note teller’s operation, we 
have suggested use of a multiple copy 
form for single payment loans. This 
form is prepared in one typing opera- 
tion, at the time a loan is made, to 
produce a register, notice, and tickler. 
This is an improvement over the prac- 
tice in many banks of using a pen 
and ink discount register and also 
makes its elimination possible. In con- 
junction with the use of this. multiple 
copy form, we suggest that the notes 
be filed by maturity date to eliminate 
the necessity of having to go through 











all of the notes to send out notices, 
or to locate those coming due. 

Our operations surveys have re. 
vealed there is much duplication of ef. 
fort, and slow window service, in con. 
connection with servicing industrial or 
consumer loans. It is still common 
practice at the window to enter each 
payment in a payment book, post the 
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note, and make a separate record of ont 
the payment which is later used to accon 
post the liability ledger. However, with §poth 
increased loan volume more and more js 
banks have found it desirable to dis-§ 9. 
continue as much window work as§ihous 
possible. There is a distinct trend § order 
toward segregating industrial loans§ 3. 
from the liability ledger, setting up afpoxe; 
system of prescheduling the ledger§ 4. 
cards, and using coupon books for the .o tt 
payments. Prescheduling the ledger§ This 
cards and marking off the payments itp tt 
by date stamp, make the endorsing off 5. 
payments on notes unnecessary. Most § renté 
banks do the prescheduling after thef sy 
loan has been made and the borrower § gest; 
has left; this saves time both for the§ with 
borrower and the teller at the window. J “gon 
The coupon book is prepared at the} w 
same time and mailed to the borrower. indi’ 
This is not only an easier system to gest 
operate but there is a_ substantial have 
adju 

E HAVE found that another f ingh 

time-consuming operation in most § cont 
banks is the servicing of mortgage: § com 
loans. Again, the reason for this is § and 
that many steps are taken while th 
customer waits. A payment is accepted, 
the principal and interest is figured, O 
and then it is posted on the mortgage § disc 
note. In some banks the payment is f assu 
then recorded in the customer’s pay-f of t 
ment book; in others a receipt is is-§ resy 
sued. Sometimes even the mortgage § of 
ledger is posted while the customer f aud 
waits. We are recommending that such f hav 
banks consider a method which elimi-f hap 
nates most of the window work when f tha’ 
payments are made. This plan entails — whe 
precomputation of the principal andf safe 
interest amounts, and the recording of  tuti 
these figures on a duplicate mortgage f acc 
payment form. Doing this work inf aud 
advance provides a great deal of flexi-f of | 
bility. It enables the bank either tof so 1 
send notices or to hold the forms (inf hay 
duplicate) in a file by due date until} me: 
the payments are made. In either case \ 
the oviginal which is merely stamped det 
“paid” serves as the customer’s re-f rep 
ceipt, and the copy is the bank’s entry}, im 
to post the ledger card. Another oper-f he! 
ational improvement would be to dis-F | 
continue posting the mortgage notes;f his 
perhaps under old hand-posting meth-}  : 
ods it may have been necessary butf pe: 
with the more modern practice off : 
using mortgage payment forms inf} 07 
conjunction with machine posting, we 
believe this dual 
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eliminated. 
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Safe Deposit Operation 

In most banks the safe deposit box 
service is a comparatively simple oper- 
ation, which may account for some of 
the laxness in procedures we have 
seen. The majority of banks can well 
afford to tighten up their safe deposit 
procedures. In this connection we em- 
phasize the following: 

1. In all instances have the renter 
accompany the employee to the vault, 
both when obtaining the box and when 
it is returned. 

2. Always verify all signatures even 
though the person is well-known, in 
order to prevent unauthorized access. 

3. Change all locks on surrendered 
boxes. 

4. Lock the compartment door open 
so that the guard key must be used. 
This insures that the box is returned 
to the right compartment. 

5. Examine the booth after 
renter’s visit. 

Supplementing these and other sug- 
gestions, we provide surveyed banks 
with an extensive list of practical 
“don’ts” on safe deposit procedures. 

Where the banks bill box renters on 
individual anniversary dates, we sug- 
gest that it might be advantageous to 
have all rentals fall due on one date, by 
adjusting the initial charge accord- 
ingly. This method provides a good 
control of the collection of rental in- 
come with a minimum of follow-up 
and surveilance. 


each 


Audit Control 


Our surveys of smaller banks have 
disclosed that they lack programs to 
assure adequate audit coverage. Some 
of them have named a staff member 
responsible for this task but a lack 


of time commonly results in little 
auditing being done. Many bankers 
have apparently felt that “it can’t 


happen here.” We have pointed out 
that defaleations are encouraged 
wherever there is a lack of internal 
safeguards, however small the insti- 
tution may be. Also, that much can be 
accomplished without a full time 
auditor by carefully planning a system 
of dual controls throughout the bank, 
so that in most cases transactions are 
handled by more than one _ staff 
member. 

Without attempting to go into the 
detail that is included in our survey 
reports, here are some of the more 


, important procedures recommended to 
r-f} help provide audit control: 

0 dis-f 
otes; fF 


1. Give each teller sole custody of 
his cash. 

2. Make 
periodically. 

3. Give the control of vault cash to 
ove teller. 

4. Centralize cash 
te!ler. 
5. Keep teller’s cash to a minimum. 


“surprise” cash counts 


items with one 
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6. Adopt 100 per cent rendition of 
statements, and mail them to the cus- 
tomers, at least periodically. 

7. Posting of ledgers should not be 
done by a teller with whom the trans- 
action originated. 

8. Have someone other than the 
authorized signers reconcile the due- 
from-bank accounts, and review the 
payment of all expenses. 


9. Practice direct verification of | 


commercial accounts, savings, loans, 
and supporting collateral. 

10. Rotate employees on various jobs 
wherever possible. 

11. Make a periodic check to see that 
all overdrafts are reported. 

12. Make savings passbook surveys. 

13. Segregate dormant commercial 
and savings accounts under separate 
general ledger control. 

14. Verify all loan interest figures, 
and notes, with a second person. 

15. Run periodic trial balances of 
all ledgers. 

16. Require all employees to take 
vacations. 


HIS completes our capsuled sum- 

mary of some of the major trouble 
spots in: country 
along with a few of our recommenda- 
tions for systems improvement. 


bank operations, | 


We are constantly striving to make | 


our operations survey program of 
greater benefit to our correspondent 
institutions. For instance, we are now 
in the process of developing a very 
comprehensive manual that outlines 
in step-by-step detail the microfilm 
single posting procedures. 

Also, we have prepared a follow-up 
check list, to aid in ascertaining what 
progress the surveyed banks are mak- 
ing in putting the recommendations in 
effect. As time permits, we are making 
call-back visits to these institutions, 
to obtain the information and to 
answer any questions that may have 
arisen in the meantime. It has been 
gratifying to note the extent to which 
our systems suggestions have. been 
adopted, and to receive the favorable 
reports from banks as to the savings 
in time, effort and expense that have 
resulted. 

One of the principles of our survey 
program is that you can always learn 
from the other fellow. With this 
thought in mind we are constantly 
learning and endeavoring to be the 
medium through which good operat- 
ing ideas are passed on to banks which 
we survey. As the result of our sur- 
veys we are firmly convinced of. the 
need of assigning the operating duties 
to a qualified individual in every bank. 
In smaller banks, operations would not 
be a full-time job. The important 


thing, however, is that someone should 
be charged with the responsibility of 
seeing that all operations are per- 
individual 


formed efficiently. That 
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should also be permitted to investigate 
possible improvements by visiting 
other banks, as we can all learn from 
discussing and exchanging ideas. 
Our recommendations are not based 
on present problems alone. An attempt 
is made to anticipate future opera- 
tional needs. On this basis many of the 


TO REDUCE 


(CONTINUED FROM PAGE 43) 


a year. About the same time, the 
A.I.B. embarked on an intensive study 
of ways to make its curriculum even 
more useful to the banking business. 
Some way to reduce turnover was a 
natural objective. 

Conferences with top level bankers 
convinced the Institute that the best 
place to reduce turnover was among 
the newcomers, the point where it is 
heaviest. Whatever program was de- 
veloped would have to interest and 
train the newcomer in his job at the 
very outset before lack of understand- 
ing leads to dissatisfaction. 

Although the regular A.I.B. formal 
curriculum was excellent for those 
who were already committed in their 
own minds to making a career in 
banking, it wasn’t adaptable to train- 
ing those who were just sampling the 
business. The new employees had to 
be given knowledge and skill in their 
jobs quickly, within weeks after they 
were hired. The answer the Institute 
came up with was these short courses, 
each of which requires only twelve 
hours of study. 

Putting the short courses to the 
most effective use posed other prob- 
lems, some of which forced the A.I.B. 
to depart from its traditional system 
of offering studies only through chap- 
ters and study groups. Although that 
is the preferred way of taking these 
courses also, the textbooks may be 
purchased directly by banks—mean- 
ing that the courses can be used in 
cities far from the nearest chapter. 
As the program got underway, it be- 
came obvious that different teaching 
methods worked best in different 
areas. In some cities, the course is 
offered by the chapter in its own 
headquarters; in others, the chapter 
teaches the course on request in indi- 
vidual banks; and in still others, the 
banks buy the books directly and teach 
the course to their own people them- 
selves. Each method has its enthusi- 
asts, and all have been successful. 

The short courses are of course not 
yet being offered in every city in the 
nation, but more and more chapters 
and banks are inaugurating them. Dr. 







































suggested procedures are not intended 
to be put into immediate effect. the 
changes should be made even thoug 
present volume does not warrant, If 
is our conviction that changes should 
be made before growth is such that 
making a change-over creates a diffi 
cult problem. 
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TURNOVER ea 
§ will 
Leroy Lewis, national educational di. _ 
rector of the A.I.B., reports that dur- grad 
ing the first eighteen months after§™ 7} 
its publication, more than 18,000 even 
copies of “You and Banking” were of ti 
sold. This is many times the sale of sonn 
any other Institute book over a similar peor 
period. As if the tremendous sale of man 
books was not enough proof of the bank 
acceptance of the program, Dr. Lewis § abo, 
comments that, since the books are § pow’ 
sold to chapters and banks and not to # you 
individual students, they are used over apti 
and over again so that many more § man 
thousands of bank people have studied 9 go, 
them. an € 
OWEVER the crucial question re- 7. 
garding the courses is not how § exe, 
many people take them, but do they § pas; 
do the job. Do they actually cut down § tre 
turnover among bank staffers? Two § wit 
years is a short period to be sure of § yat 
your long range results, particularly § jjsh 
since the final unit in the series won't § ney 
be used.until this fall, but A.I.B. offi- J ing 
cials are very hopeful. Every sign § clas 
points to “yes.” ban 
At the Institute’s annual convention § oth 
in June, C. C. Lincoln, vice-president § ish 
and personnel manager of the Secu- I 
rity-First National Bank of Los § bar 
Angeles, one of America’s toughest 9 “w! 
labor markets, told the delegates about 9 wa 
the experience there with the courses. § ing 
Although he warned that “it is too § but 
early to accept them as more than an § be 
indication,” he said, “the first statis- } tio 
tics are so fantastic that I hesitate to 
quote them. To get a cross section, 
we combined figures compiled by our 
bank with figures from another bank. 
The control group was comprised of 
103 new employees, hired within the 
previous six months, all of whom had 
taken ‘You and Banking.’ We found 
that in the year following employment | 
only 18 per cent of this group ter- ta 
minated employment. Then we took i 
another group of new employees wh0 be 
had been hired at the same time as rs 
the first group but who had not taker 
the course. In this group 60 per cent = 
terminated employment within one 4 
year. el 
“It is true, of course, that the low 
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turnover in the first group should not 
be credited entirely to ‘You and Bank- 
ing.” because it is expected that the 
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yvinced that the effect of the course was 
considerable.” 

With the .complete short course 
series finished and in use, the Institute 
now has an educational program avail- 
able for almost every bank employee. 
The beginner’s series will ready the 
young new employee to go on into the 
formal program. The formal program 


will take him through college level 


training; and beyond this, the A.I.B. 
has eleven courses available at the 
graduate level. 

The Institute is now building an 
even more advanced course as a means 
of tackling another serious bank per- 
sonnel problem—education for staff 
people who appear to be slated for top 
management positions. Since the war, 
bankers have been seriously concerned 
about where they are to get tomor- 
row’s top officers. They know the 
younger people who appear to have the 
aptitudes and ability to move into top 
management posts, but training them 
for such sweeping responsibilities is 
an expensive, time-consuming proposi- 
tion. 

As the first step in providing this 
executive training on a nationwide 
basis, the A.I.B. is already busy 
strengthening its graduate courses. 
Within the past year, two new grad- 
uate course textbooks have been pub- 
lished. For the fall semester another 
new volume, “Home Mortgage Lend- 
ing,” will be available to graduate 
classes. And several committees of 
bankers are working on a number of 
other new graduate texts to be pub- 
lished within the next year or so. 

In its frequent conferences with 
bankers, the Institute is again asking 
“what do you need? What do the banks 
want in the way of executive train- 
ing?”’ The answers are not settled yet, 
but the A.I.B. is convinced that it will 
be able to launch a successful educa- 
tional program in this field as well. 


MR. CLUTCHBILL 


(CONTINUED FROM PAGE 45) 


taxi hidden in a line of parked cars, 
anc was poking a motioning finger at 
his bags while a gold-banded cigar 
bea’ time against his apple-red face. 
At last having galvanized the taxi 
ma: into action, Mr. Euclid Wolfe cast 
a conny eye across the street toward 
the group on the bank steps, and a 
close onlooker would have observed an 
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imperial! lift to his sandy mustache. 

“He'll be on the Cider Mill Brook 
in the morning,” said Mr. Clutchbill 
placing on Mr. Spearhawk a pair of 
grey eyes in which sang the battle 
pipes of the highland glens. “We must 
act ... your car is waiting.” 

Mr. Spearhawk glanced like an 
angry old goat at his ancient black 
sedan, and both of them seemed to 
scrunch their necks into their collars. 








“I was hoping to have a restful 
afternoon,” complained Mr. Spear-: 
hawk. 

“Hm’f, you’ll be surprised at what 
a corpse-revivor I am going to fix up 
for you. I want to go first up to Abe 
Hood’s place.” 

A look of pain crossed Mr. Spear- 
hawk’s face. He put on an affected 
limp as he wandered down to the curb 
to his waiting car. 
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The outlying antenna of Mr. Clutch- 
bill’s web to catch Euclid Wolfe’s 20 
shares of stock was draped about the 
home of Abe Hood. When the two men 
arrived after a four mile run Mr. 
Hood was apprehended behind his 
dilapidated farm cottage. He was in 
the act of sprinkling ground meat on 
the surface of a small frog pond which 
seethed with rising small trout. 

“Got any big ones?” inquired Mr. 
Clutchbill as he and Mr. Spearhawk 
moved through the grass to the pond. 

“T’ve got a neat three-pounder,” 
nodded Abe leading his guests to a 
series of submarine basins at the 
head of the pond. 

“There he is!” said Abe pointing. 

Both directors looked down on a 
vast speckled brook trout. A thrilling 
row of vermilion spots peppered the 
mammoth’s port and starboard sides. 
An under-shot jaw told of strength. 
A battle-light glowed in each dark 
eye. 

“How hefty is he, Abe?” asked Mr. 
Clutchbill concealing his delight. 

“Probably over three pounds... 
biggest I ever raised for the market.” 

“Maybe a dollar and a half?” 

“I’m surprised at you, Aaron. That 
trout will cost any man $3.” 

“Hm’f! Well, ladle the little critter 
out and put him in a pail of water. 
I’m going to give you $4 to keep quiet, 
and you’ll get the pail back.” 

After the water-flying operation 
was over, the old director turned to 
Abe. 

“Have you got any of those cloth 
signs that say, ‘No Trespassing .. . 
Fishing Prohibited’ ?” 

Abe nodded. 

“Put in a couple ... here’s another 
dollar—don’t say anything.” 

A few moments later the old direc- 
tor turned to Mr. Spearhawk who was 
awaiting orders to fire his ancient 
engine. 

“T want to go to the Cider Mill pond, 
and be careful round the bends.” Mr. 
Clutchbill looked down between his 
feet where in a pail the great trout 
lay curved angrily. “I don’t want to 
get all splashed up.” 


HALF hour later Mr. Spearhawk’s 

old sedan climbed with scratching 
claws up an east hill road and pulled 
into view a tumbled-down cider mill 
leaning with a sagging face beneath 
a giant willow tree on the bank of an 
ancient and shrunken mill pond. 

When they had dipped down the 
grass-grown road to the old structure 
Mr. Clutchbill got out and peered into 
the gloom beyond the door hanging 
on one hinge. Then, unrolling one of 
his threatening No Fishing signs, he 
tacked it in bold display beside the 
door. 
“Aaron,” 


came Mr. Spearhawk’s 





anxious voice from the car windov, 
“you realize what you’re doing? We 
don’t own this property.” 

“Who does?” squalled back the old 
director. 

“Somebody does, and. even if it js 
only the Indians you’re letting us into 
a mess. You’re liable to start up a legal 
war that’ll involve us and the Fern. 
dale National for years.” 

“You’ve got to raise a ruckus once 
every three months in the banking 
game, Mr. Spearhawk,” blustered the 
old director as he came to the car for 
his pail and his spare No Fishing 
notice. 

“T’ll be pulled into court as a wit- 
ness and accessory to the act,” hol- 
lered Mr. Spearhawk point-blank into 
Mr. Clutchbill’s ear. 

“Keep quiet! Folks will hear you 
clear up to Shady Rill Hollow.” 

Taking his pail which shot out an 
occasional frantic squirt of water, the 
old director trudged down under a 
leaning willow and released the great 
trout. Elated at being out of prison, 
the three-pounder cut a triumphant 
loop through the water and dove like 
a flash for the nearest dark hiding 
spot. 


OR a moment Mr. Clutchbill stared 

in wonder at the hole in the world 
the big fish had left, then spread and 
tacked on the trunk of the vast willow 
his remaining No Fishing sign. 

“No one will get that fish this after- 
noon,” he informed Mr. Spearhawk 
when he returned to the car. “You 
should have seen him whistle out of 
sight.” 

“Yeah! Well, you get into this car. 
I’m going to get out of here before 
I’m pinched.” 

“Shouldn’t wonder if we hadn’t bet- 
ter go home for a little rest. Tomor- 
row morning is going to be an awful 
trying period for us, Mr. Spearhawk.” 

“T ain’t coming up here again!” 

“Have plenty of gas in your car,” 
ignored the old director. “We'll have 
to start again at 6 o’clock. Euclid 
Wolfe always begins his fishing early, 
and at the Cider Mill pond.” 

“That’s another thing!” blurted Mr. 
Spearhawk. “Euclid has got money. 
If you lock horns with him, there’s 
no telling where we’ll land.” 

Anyone who was able to get his dim 
optics open the next morning might 
have seen an ancient black sedan 
grinding up along the East Hill road. 
Riding with an occasional pop into 
the air over the water-bars were Mr. 
Clutchbill and Mr. Spearhawk. Beside 
them the Cider Mill Brook came gal- 
loping down as though shouting some 
strange news from its upper reaches. 
There was an elegance in the torrent, 
especially where it fell over the broad, 
slanting face of a ledge in the road- 
side woods. 
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? Wellin sight, its nose pushed into a flower- 
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right on up to the cider mill,” growled 
Mr. Clutchbill hiding his head beside 
the door edge and peering down at 
the white cascades flashing behind the 
dark trunks of old maples. 

“He’s rented a car and has prob- 
ably fished the Cider Mill pond already. 
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ai foriwe’'d better go back,” urged Mr. 
Shing @ Spearhawk. 
“No, he hasn’t ... that car is headed 
~ bin up hill—keep on!” 
hol- 
k into 4 MOMENT later the old director 
, caught a glimpse of a hat and wav- | 
Y YoUging fish rod in the spruces beyond 
which cellulose bubbles as big as hens’ | 
ut an Beggs fled swiftly like water-scooters | 
T, the away from the white seltzer at a pool’s | 
der aff tountain-head. 
great “Drive right past,” hissed Mr. 
r1SOn; # Clutchbill when the car fetched the 
phant old cider mill abeam. “And park in 
dios the first hidden nook.” 
—— A little later the two directors left 
their car and stationed themselves in 
stared Ja grove of spruces overlooking the 
world } Cider Mill pond. 
d and It was a long wait, but at last the 
willow § complaining growl of a car was heard. 
It turned with slow bumps down the 
after- § grass-grown road to the cider mill. 
rhawk § A man got out, walked cautiously for- 
“You § ward and stared at the No Fishing | 
ut of § sign tacked beside the door. He looked 
keenly around, then stuck his head 
s car. § into the gloom of the old mill and lis- 
yefore § tened for a full minute. Hearing no 
sound, he peered around the building 
t bet- § at the bottle-green water under the 
omor- § Willow and the new No Fishing sign 
awful § on it; at this unearthly hour the law 
awk.” § appeared asleep. 
rain!” “He’s going to do it!” chuckled Mr. 
ear,” § Clutchbill. 
| have “There’s going to be a row, the 
‘uclid § Meanest one we ever got into,” 
early, f Wheezed Mr. Spearhawk. 
“Pull yourself together, Spearhawk. 
.d Mr. § Twenty shares of the Ferndale Na- 
roney. § tional don’t drop into your lap without 
here’s § knife-work in these days.” 
Down at the mill pond Mr. Euclid 
s dim § Wolfe had fetched out his rod and was 
might kneeling behind the whiskered trunk 
sedan § Of the old willow. He pushed his rod 
road. § “Nder the willow fronds and. danced 
. into § his little dry Royal Coachman fly on 
e Mr. § the ‘eaf-lit green surface while he lis- 
Jeside § tene:l and looked carefully about the 
e gal- § Cou tryside. 
some It was during one of these inspec- 
aches. § tion. that an astonishing rumpus stuck 
rrent, § UP i's tail. Mr. Clutchbill’s newly pur- 
yroad, § Cha:ed 3-pound trout, not having his 








usu: ! breakfast of chopped meat as of 
yore, had an eye alert for wild game. 
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Unseen by Mr. Wolfe, a stunning form 
was slowly drifting to the surface. 
It quickened. No one ever saw that 
final spring ... it was swifter than 
the eye. An instant green boil welled 
on the surface. A fan of white spray 
smashed into the air. Mr. Wolfe’s rod 
tip plunged under water. Twisting 
and shaking, it finally tore free, lifting 
a slice of green-white lace under the 
pressure of a pair of whiskered hands. 

“Come on!” howled Mr. Clutchbill 
parting the spruces on the hillside as 
he grabbed Mr. Spearhawk’s fright- 
ened arm. 





When the two men bore down on 
Mr. Euclid Wolfe he revolved two wild 
owl-like eyes on them. Without a word 
he shot his glance back where dark 
swirls on the water surface told of 
the tense fight he was having with the 
great trout. 

Mr. Wolfe’s face had turned purple, 
and it was not from either fear or 
embarrassment that he was fishing 
posted waters. On his heated face 
hung a great wonder. How was he to 
get that fish out? Fishing only for 
small brook trout, he had no landing 
net. 





eastern cities. 
e The Fulton National 
invites correspondent 
accounts from throughout 
the nation. 














Atlanta, Southeastern headquarters 
ational Concerns and the 6th Federal 


banking experience. We know the territory 
our customers. | 








TEN LOCATIONS SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 

















REESE 


“INSURANCE CO. 
~ AND AFFILIATES 


52 WOODLAND STREET 
HARTFORD 15, CONN. 





RELIEF from 
EXTRA EXPENSE 


You can be reimbursed for extra expenses 
incurred if fire or other catastrophe 
forces you to continue business with 
rented equipment in temporary 

quarters. For detailed information about 
our Extra Expense Insurance, write to... 


Dhoenix 


The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co, 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 
Reliance Ins. Co. of Canada 












107 


“Get him out!” he bawled in fright 
as the great trout made another water- 
flying plunge. 

“T would,” shouted Mr. Clutchbill 
in instant agreement, “but I’m liable 
to get pinched .. . these appear to be 








posted waters. Did you get permission 
to fish here, Mr. Wolfe?” 

“No-o! And don’t you tell! Get him 
out!!” 

“Someone might be watching. Mr. 
Spearhawk and I might go to jail.” 
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SALES LETTERS: 6 “psychological master- 
pieces’’—sales letters that sell, by one of 
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letter specialists: $250. Prices quoted on 
other sales-creating literature, including 
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field, etc. Robert E. Jackson, Sales Builder, 
6309 No. Albany Ave., Chicago 45, Ill. 











108 


Printed In U.S. America—1953 


Join the March to the 


FPRA 


CONVENTION 
DETROIT 


The Sheraton October 
Cadillac 11 tol5 











BETTER SIGNS © LOWER PRICES 


Handsome, hand- 
chased, “equal to 
the finest,” cast 
bronze and alumi- 





num tablets and 
name plates at 
strictly competitive prices. 
Also makers of bronze, alu- WRITE 
minum and sstainless steel FOR 
doors, railing, ete. Famous FREE 
for finer quality for 70 years. FOLDERS 


NEWMAN BROTHERS, Inc. 


Cincinnati 3, Ohio 


Dept. 36 




















“Bail the fish out, and I'll bai! yoy 
out!” 

“T dunno... I think Mr. Spearhawk 
and I had better not get mixed jp 
this illegal business . . . we’re bank 
men and the village would have no 
confidence in us in later days.” 

With the face of an aged and jl. 
tempered goat the great fish smzshed 
dangerously past, shooting intc the 
surprised sky a noisy squirt of white 
water. Mr. Wolfe’s eyes spread and 
a great fear of loss bit him to the 
spine. 

“Bank men!” he howled in a hollow 
voice. “I got twenty shares of your 
old bank. Ladle that fish out, keep 
your mouth shut and I'll sell ’em to 
you right—you’ve always been pound- 
ing me to get ’em .. . now’s your 
chance.” 

“How much? One hundred flat?” 
asked Mr. Clutchbill pointing his grey 
goatee like a quivering spear at the 
frantic fisherman. 


R. Euclid Wolfe snatched time to 
screw his head around and nod. 
“Team the little critter up close,” 
warned Mr. Clutchbill kneeling with 
one coat sleeve rolled up. 
Heretofore every time the old trout 
had broke cover a squirt of water had 
soaked the stars. But now he was 


| tired. He circled close to the bank. 


Mr. Clutchbill’s hand was deep in the 
water, the fingers bared like a buz- 


| zard’s claw. 


Suddenly his hand darted down like 
the bill of a heron. His thumb and 
forefinger pinched into the great gills. 
A geyser of sparkling water-diamonds 


| hid the old director from the world. 


| Swinging round, he slung the big 
_ trout far up in the grass. 












“Wha—what a beauty!” gargled 


| Euclid Wolfe, his eyes devouring the 


bewitching markings of green and 
silver, the quivering erect fins and 
rows of vermilion spots. 

But Mr. Clutchbill was not looking. 
Having shook the water off his pants 
and vest, he had got out a note book, 
and, busy as a broker, was writing out 
a bill of sale. 

“Here you are... sign there, and 
here’s a $20 bill to bind the trade. 
Mr. Spearhawk will be witness.” 

Feverish with excitement, Euclid 
Wolfe signed. “I’ll send the stuff up 
to the bank as soon as I get home,” 
he squawked, then turned quickly to 
the trout. 

Fifteen minutes later as Mr. Spear- 
hawk was firing his engine, Mr. 
Clutchbill turned to his co-worker. 
“Mr. Spearhawk, the Board of the 
Ferndale National ought to do some- 
thing handsome for us . maybe 
make you an assistant vice-president. 
It isn’t every day control of a bank 
can be snatched in one grab.” 
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glad to accept an American Express Travelers Cheque.” 


@ Yep, everywhere you go, American Express 
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Choice of black, 
clear, green, gray 
or maroon. 





Point instantly 
interchangeable, 
instantly renewable 


i in case of damage. 





Fountain base 
"ink-locked”’ against 
accidental spillage. hn 
Only the pen unlocks Black, clear, green, c= 
the ink. Pen writes gray, or maroon bate.” 
300 words or more Fountain base holds 


without redipping. 40 times more ink 


/ ~~ DESK PEN SETS 


Burroughs Clearing House Se 


MODEL 445 
For public counters. 








Personal Contact... 












Whenever you have business to transact for 
your bank or customers—a call or visit 
quickly puts you in contact with an officer 
of this bank. He is known to you personally. 
He directs our staff and facilities in the han- 
dling of your requirements... and personally 
sees to it that your needs are handled 
promptly and to your complete satisfaction. 





P The Northern Trust Company offers a 
‘+! distinctive, personal service to assist your bank 
/ in every financial requirement 


* Complete facilities and y Assistance in making loans * Advice on financing 


services for you and * Credit information foreign trade 
m 
ee ee * Investment research * Purchase and sale of U. S. 
* Broad, fast collection facilities Government and municipal 
service * Safekeeping service bonds 





The bank of personal service 


> | THE NORTHERN TRUST COMPANY 


r LOCK BOX N, CHICAGO 90 ¢ FRANKLIN 2-7070 
Member Federal Deposit Insurance Corporation 


NEW YORK REPRESENTATIVE ¢® 15 BROAD STREET, NEW YORK 5 
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Easy on the feet... 


All his bills paid by check . . . so simple . . . so safe! And now he’s reaping his 
“bonus” in relaxation and a feeling of prestige. The prestige element was given 
to him by his bank, which provided him with checks lithographed on La Monte 
Safety Paper. Checks on these fine papers cannot fail to impress those to whom 
they are directed. This fact can be a powerful service asset and thousands of 
bankers have explored its possibilities with marked success. Your lithographer 
can show you samples or we will gladly send them direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 





THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 


Burroughs Clearing House 
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To Bankers 


AWRENC 


is like 


& 


SE Pige 
es 


CERTIFIED on cneexs 


ON FIELD WAREHOUSE 
RECEIPTS 


§ & B-2& 
He gene neeeeeee* 





INTEGRITY. The integrity of the Lawrence 
Warehouse Company, expressed for forty 
years in concientious service, has won the 
confidence of bank loan officers throughout 
the United States, Canada and Mexico. 


SECURITY. Sound, experienced Lawrence 
operation is backed up by legal liability and 
fidelity bonds totaling $1,000,000 at each of 
our more than 2500 field warehouse locations. 


A Guarantee of INTEGRITY, SECURITY and FACILITY 


This unique bond coverage provides the most 
comprehensive security available to banks 
and other receipt holders today. 


FACILITY. Especially popular with banks is 
the exclusive Lawrence-IBM Commodity 
Collateral Report for loan officers. This mod- 
ern, electronic record not only cuts the cost 
of servicing commodity loans—it also keeps 
the banker continuously up to date on in- 
ventory values. 
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| AWRENCE WAREHOUSE (OMPANY 











NATIONWIDE FIELD WAREHOUSING 











37 Drumm Street, San Francisco, California 


- 100 N. La Salle St., Chicago 2, Ill. 
OFFICES 





IN PRINCIPAL CITIES 


79 Wall Street, New York 5,N.Y. 













































5 oriety ™ Savings 


THE CITY OF CLEVELAND 
Founded 1849 


TRUSTEES STATEMENT OF CONDITION 


Wi Bicknell, Jr. 
sere ecg eg ea Construction Company Ju ne 3 0, ] 953 


Robert F. Black 
President, The White Motor Company 


Charles B. Bolton 


President, Payne-Bingham Company R E S O U R ¢ E S 
Harold T. Clark 
Attorney Cash on Hand and Due from Banks. . ... $ 22,760,791.51 


Frank M. Cobb 


+ sting United States Government Obligations. ... 72,311,147.58 
The Cleveland Electric Illuminating Company (Including $14,300,000.00 as Lawful Reserve) 
T. J. Conway er SS ke ee 33,434,206.08 


President, The Fisher Brothers Company 


Frederick C. Crawford 
Chairman of the Board, Thompson Products, Inc. 


First Mortgage Loans on Real Estate . ... 100,173,765.20 
Other Loans and Discounts. .......-. 44,444,226.85 


Ernest C. Dempsey 


Attorney, Squire, Sanders & Dempsey Bank Premises—127 Public Square a a a 1.00 
Cee nom Bank Parking Lot—W. 3rd & Frankfort Ave.. 1.00 


Wheeling and Lake Erie Railway C 
a Interest Accrued and Other Assets. . .... 1,137,772.95 
Randolph Eide 





The Ohie Bell Telephone Company Total. . . o.oo 2 $ 274,261 912.17 
Mervin B. France 

President 
Frank C. Lewman LIABILITIES 


Chairman of the Board, 
The Richman Brothers Company 


— Surplus «cc ece ee see eccvece co 0 « & 17,000,000.00 


——e eee Reserve for Contingencies . ........ 1,253,165.55 
Laurence H. Norton Reserve for Taxes & Expenses. ....... 763,444.61 


Director, The Columbia Transportation Company 


Drake T. Perry Savings Deposits . . . . . 2. 2 6 6 «© «© «© 236,414,379.17 


Secretary, The Harshaw Chemical Company 





Pe rn +s 6 8 6 eae & & 6 eS 15,771,216.76 

Henry S. Sherman : ee 

Chairman of the Board Deferred Credits and Other Liabilities... . 3,059,706.08 
Herman L. Vail 

Attorney, Sayre, Vail & Steele Total . . . . . . e o $ 274,261,912.17 
John S. Wilbur 

Vice President, The Cleveland-Cliffs Iron Company 
Arthur P. Williamson United States Government Obligations carried at $4,000,000.00 are 


President, The Dill Manufacturing Company pledged to secure Public Deposits as required or permitted by law. 








NOW AT 2 CONVENIENT LOCATIONS 
MAIN OFFICE 127 PUBLIC SQUARE 
SOUTH EUCLID BRANCH 4461 MAYFIELD ROAD 












MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ie Everlasting CRicctions -*s 


“What's the time?”— “‘T” for Time 


“What's the weather?”— T” for Temperature 


““T”’ for one—time or temperature— is not new to public service adver- 
tising. But ‘““T’’ FOR TWO is. In the ‘‘Double T”’ sign, novelty of 
identification by a sign alone isn’t short-lived. The “Double T’s”’ 
TWELVE-times-per-minute accurate interpretation of time and tem- 
perature unites identification and location advertising with perpetual 


interest, because it serves the public continuously 24 hours every day. 


The Double T sign is electronically engineered, patented and exclusively 
provides architectural adaptability in a dignified manner to any type bank 
structure from the single story to the many-story building. 


“T”’ for two—in the Double T— is the answer to location—identifica- 
tion sign advertising that wants to stay in the public’s eye in an un- 
limited engagement. 


You are invited without obligation to write for details concerning 
the sign itself and for information concerning installations from 
coast to coast—exclusively for banks. 


AMERICAN SIGN AND INDICATOR CORP. 


North 817 Lincoln Street Spokane, Washington 
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think of protective equipment in the banking field? 
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Mosler 24-Hour Deposi- New Mosler “Snorkel’’ New Mosler Electric Drive- New Mosler Teller’s Coun- 

tories help banking estab- Curb Teller makes drive-in In Window is fully auto- ter Units and ‘“Swing-Way” 

lishments stay “open for banking service possible matic, operates with simple Seats combine to reduce 

business” around the clock. “right downtown.” “push button.” teller fatigue, increase over- 
all efficiency. 






The most famous name in the field of protective equipment is also the 
most forward-looking. Here are just a few of the fine Mosler products 
that testify to the fact that new ideas are constantly ‘tin the works”’ at 
Mosler. New ideas that promise even more significant developments to 
come your way in the future. 


World’s largest builders of safes and bank vaults ... Mosler built the U. S. Gold Storage Vaults 


Burroughs Clearing House 
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When you have. a special problem... 
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Call your man 
at the IRVING-— 


Rerhaps it’s a big problem—maybe it’s a small 
one. But no matter what its nature your man at the 
Irving will give it the same careful attention you’d 
expect to get from a member of your own staff. In fact, 
the Irving expects you to consider its representatives 
just that . . . members of your own staff. 

Our specialists are your specialists . . . in all fields of 
commercial banking. Your man at the Irving has at his com- 
mand the facilities of one of the world’s largest banking 
organizations . . . plus a global network of correspondents. 

Would you like to learn more about how we may be able to 
help with your particular problems? We'll be glad to talk 
with you... at any time. 


IRVING TRUST COMPANY 


ONE WALL STREET * NEW YORK 15, N. Y. 
Capital Funds over $122,000,000 Total Resources over $1,200,000,000 
Wit N. Enstrom, Chairman of the Board Ricuarp H. West, President 


Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





Dam at the old Pierce Mill in Rock Creek Park — Ollie Atkins 


A LOT OF WATER HAS 
GONE OVER THE DAM 


— since last we had the opportunity of saying WELCOME 
AMERICAN BANKERS ASSOCIATION! 


It was 19 years ago, to be exact, back in 1934 that 
some 4,000 delegates came to town. This year almost 


twice that number are expected. 


Many changes have taken place in our city. Beautiful 


landmarks and improvements have been added. The 


population of the Greater Washington Area, then 
estimated at 700,000 has expanded to 1,400,000. 


We've grown a bit, too, and our 1934 deposits of 
$75,000,000 have risen to $335,000,000 and capital 
funds of $8,000,000 now exceed $20,000,000, 
affording us greater opportunities than ever before 
for serving our many correspondents and friends 


throughout the United States. 


We hope you find time to pay us a visit, but in any 


Case .ae 


The Best of Conventions, A.B.A.! 


The RIGGS NATIONAL BANK 


of WASHINGTON, D.C. 
FOUNDED 1836 e LARGEST BANK IN THE NATION’S CAPITAL 


Member Federal Deposit Insurance Corporation * Member Federal Reserve System 
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